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““AE’’ Series 30, 60, and 
100 ampere plugs and 
receptacles come equipped 
with solderless connectors 
and replaceable interiors. 
Choice of lift cover, or 
threaded cap types 





® 











Vapor-tight lighting fixture series for use with 
rigid conduit. Known for its patented unit con- 
struction. Reflector and guard can be put on and 
taken off quickly without tools! Designed for 
easy installation plus simple maintenance. 


Full line of vapor-tight covers. Bodies with or with- 
out mounting lugs, and variety of hub arrange- ° ° ° 
ments. Excellent for use with vapor-tight fixtures, One of the most complete selections in the industry! 


switches, plug and receptacle housings, etc. 


Yes, APPLETON can supply you... with a wide variety of Unilets for 


receptacles, switches, plain junctions, pilot lights, fixture hangers, etc. 


Ample wiring room. Assorted hub arrangements. You name it, we've 


got it...for indoors or out. 


And every APPLETON product is made to the rigid quality standards 
pioneered by APPLETON engineers. They are easy to wire, are blemish free, 


Two styles available have clean, chamfered threads conforming to N.P.T. requirements assuring 


ball or cushion a tight joint and positive ground. Next time you buy, specify APPLETON! 
Provides a perfectly ’ F : ° 
aligned flexible 
suspension of electrical 
fixtures and allows 
a swivel to 20° 
in any direction. 


Weather-proof housings for junctions, Threaded and no-threaded malleable iron With or without mounting lugs. 4 tapped 
receptacles and switches for use series ... taper threads ... covers held by holes and 2 close-up plugs or blank body 
outdoors or in. One, two, three and screws .. . will not vibrate loose .. . high without close-up plugs. 's", \" and 1” sizes 
four-gang styles quality finish . . . full line. for use as ““E"’, *‘C’’, “‘T’’, or “’X"’ bodies 


Lh) ueh Franchised 


APPLETON ELECTRIC COMPANY 


1701 Wel'ington Avenve . Chicago 13, Illinois 


Explosion-Proot 7 \ ' oma 

i : T 

Also | Lighting Fixtures a i 
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“ST” Series Reelites 
‘Eagle Claw” Connectors 
Outlet Boxes 





The only Fuse with the HEART 
TO GIVE COMPLETE PROTECTION 


ECON-ALLOY makes the difference! 


The heart of this unique fuse is made of exclusive Econ-Alloy. 
When current overload is continued beyond the safe, pre-deter- 
mined time, Econ-Alloy breaks the circuit by changing directly 
from solid to liquid. The usual plastic stage is eliminated, 
insuring faster, more accurate protection against overloads. 








@ cut fuse costs 
@ end needless fuse blows 
caused by temporary or 
harmless overloads 


@ eliminate unscheduled down time 
due to needless fuse failure 


SS. instantaneous short circuit 


protection 


DUAL-ELEMENT 
ELECTRICAL WHOLESALERS . every month, ads like this 
te are telling your customers to see you for the only fuse with the 
cartri ge uses heart to give complete protection. Don’t let the demand outgrow 
your stock. Check r and be 


a ure of a supply to fill every sale 


FUSES. 


FOR EVERY PURPOSe 


ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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TO OUR DISTRIBUTORS 


Unlike an attorney » whose sole responsibility is 

to protect his client's interests, 4? electrical whol 

is faced wit ibility. He must protect his 
customers ' inte they receive quality 
merchandise at an j _ At the same time, 

he must also prot as , suppliers’ 
interests by promoting the sale of their products at 

a fair market level. 


During the past couple of years there has been 4 tendency 
on the part of some distributors to overlook this dual 
responsibility and to allow their organizations to become 
purchasing agents for their customers. I'm referring; 
of course, distributors who work one supplier 
ne lower prices for 

In most cases, these distributors 
handle 4 number of competitive lines and have no strong 
allegiance to any one of them. 


We don't believe that any distributor can afford to 
operate on this "purchasing agent" basis. It's not only 
yneconomic--1t encourages manufacturers to consider doing 
ith the customer direct. Lasting business 
s and distributors can 
teamwork which 
produces pro for both. As proof, we 
"point with pride" to the number of years we've been doing 
business with an impressive list of "blue chip" 
distributors: 


Sincerely, 


WwW. J. Moriarty 
WJIM:mv Manager, Distributor Relations 
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4 good way 
to boost 


lighting sales. 


A simple and 
efficient 
system 


Ideas you 
can use 


What's your 
opinion? 
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“New Approach to Selling Industrial Elec- 
tronics’ tells how Electrical Supplies, inc. of 
Hartford, Conn., set up its department and 
how sales have been good for 3 years. 






PRICING | 


The curse of the 
electrical supplies 
salesman ! 


eee 
But not when he uses 
NATIONAL PRICE SERVICE 


-Up to the minute 
net prices 


. Illustrations 

- Comparative catalog 
numbers 

. Descriptions 


- Zones where applicable 


All in one carefully organized, compact 
binder or with carrying case or desk rack 
fo suit your preference and 

without extra cost. 





HENDERSON-HAZEL CORP. DEPT. 392 
Cleveland 12, Ohio 


mplete details about 


13601 Euclid Avenue 
Please send 
NATIONAL PRICE SERVICE to us 


immediatel y no abligation 


Nome 
Title 
Company 
Address 


City 
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Credits and Collections 


ABOUT OUR COVER: In talking 
with electrical distributors and sales- 
men in the field, we’ve often asked 
for their capsule opinions of ELec- 
TRICAL WHOLESALING. 

Most frequently their comments 
have briefed down into the impressive 
phrase, “Bible of the Industry.” 

This feeling of reader-regard is both 
gratifying and inspiring. In searching 
out, reporting on, and _ interpreting 
what’s new in electrical distributing, 
we also like to feel that we’re turning 
out a “roadmap” for your practical 
use today and tomorrow. 

Our purpose is particularly under- 
scored in this issue as EW helps point 
the way to a better distributing year 
( see with guideposts aimed at 
a multitude of destinations significant 
to you 

And now, 


cover), 


what's in the “package?” 


e “Friendliness Come First”—Ever 
try selling a product or application 
without first selling yourself. They 


said it couldn’t be done—and it can't 
But a fresh review of the subject is 
always welcome as a reminder. For 
one stresses breaking 


how salesman 


the ice, see page 36 


e “Cultivating the Lighting Speci- 


fiers’—How often have you wished 
you could “get” to the architects and 
consulting engineers with your light- 


ing sales story? Capitol Light found an 
unusual Want to know more 
about it? Turn to page 38. 


Way 


e “Why Parr’s Salesmen Think Be- 
fore They Make a Call”—About the 
worst moment for any salesman ts 
that lull after the opening smalltalk 
If you've ever thought, “What's my 
next line?” you're sure to find Parr 
Electric’s little book idea thought pro- 
voking. See page 40 


e “‘Industrial Business is the Best 
Foundation’ ”—In_ searching for a 


better base for full market coverage, 
small distributor Buckles-Smith Co., 
San Jose, Calif. decided to go after 


contractors and the 
For the 
it worked out, 


industrial 
industrials 


type 
themselves 
program and how 
page 42 


com 
plete 
turn to 
Indeed—But 
systems can 
Johannesen 


e “Inventory Control, 
Simple”—Office machine 
be a boon—or a bane 
Electric made certain it wasn’t buying 


any headaches when it installed an 
uncomplicated, yet — efficient—and 
profitable—machine procedure. For 


further details, check page 46 


That’s not all there is in this issue 
—just a few highlights. Be sure to read 


the New House Trends section start 
ing on page 56. 
Happy—and profitable—reading! 
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New Cam-Type 
Die Head 










A LIFETIME OF SERVICE 
The No. 66 and 44 make thread 
ing easy. Floating scroll assures 
longer wear—only controls 
thread size. Pipe stays center 
ed—held by elongated jaws 
in centering device. Threads 
over, under and standard 
size threads. 





1C 
Vise 
Stand 


NO MORE KNUCKLE- 
BUSTING— Easy to carry 
—set up, won't fold, the 
7C Chain Vise holds pipe 
Ve’ to 5. Compound lev 
erage applied to chain re- 
quires minimum turns on 
screw. Tightening handle 
on top 3 pipe benders 
over rear leg. 7Y with 
yoke vise 1%” to 21". 
Easy to convert from yoke 
to chain, chain to yoke. 


















4 Pipe Cutters 
1/8” to 2” 







NEW FROM 
HOOK 
TO HANDLE 
New form-fitting handle, frame 
sliding block and replaceable 
slide plate add up to make these 
cutters the best buy of the year 
They hook on pipe easily—track 
perfectly—cut cleanly. 4 models to 
choose from—wide rollers for power 


Stock these quality tools now 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


she) BD fe) 


THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO 4, OHIO, U.S.A. 





‘zonpoid ajqopuadap pv s,31 Mouy nod ‘;aqvD] OGITOL 24} S409q 3 BI ** 


3941] B4NSSD 0} payday > Azijonb si 1003 OGFITOL A49Aq ‘SpoisazowW pun diysunuy40M 





“Op Ul 3S9q 94} pasnsso asp hay} ‘QOGITOL Sussooys hq 3oy3 Mouy AY *,,OGITOL,, Afi2ads 3s80q 


‘ubis 
24} }UDM puD MOU OYM UaW ‘4aMOd puD puDY Y30q ‘sj00} adid 49430 Aupw saynu osjD Odj1Ol 


QIIAAIS Quil 














you limit 


When 
their sight 





Vv 
ode learning ; 
g ep hat’s t bleme . o esmmet 

aids office work costs, 5Y™ 
‘ overtime 
. is 


¥ 
ochure 





CONSUMER ADS 10 pinpoint the need eat torr 
for Eye-Fi Relighting in the Po vay’s Henting - ve and educ ok 
trade publications of each major market ini al \ ’ abe 
Fis ae ea —— . for free? 
UREAL 
at wAl LIGHTING FY ew om 
ups ovtPt ay THI NATION A ast oo sreet. 
RE pb 
‘ T SPONSY 
P 1St MEN 
sDVERI 






NATIONAL ADS in large-circulation 


high-influence magazines, to launch 
the Eye-Fi program with power and prestige 


cas an simon mot 


creat lor wien he 


COUPON ADS to 
produce inquiries and leads, 
i apeiamenmenednenened aperebemammnenaial offering hard-selling and a 
informative brochure through 


economical small space 


oC Ree ee 





PROMOTIONAL AIDS designed for use 
by local groups, including self-mailers 
ad mats, envelope stuffers, etc 


ag Eh publicity, prepared talks and slides, training programs 


inter-industry information, sales aids and other materials 





to round out-and complete the Eve-Fi Relighting promotion program. 


—. 


PROFIT 
PREVIEW 


COMING — the dynamic new 
Eye-Fi Relighting program 
—with profits for all! 








WHAT @ An industry-wide campaign to 
tap the huge potential of the ever-ex- 
panding relighting market . . . to increase 
sales of lighting fixtures, lamps and ac- 
cessories . . . with major benefits to ali 
groups—manufacturers, distributors, con- 
tractors, utilities and users. 


HOW @ By boosting consumer conscious- 
ness of the need for more and better-qual- 
ity commercial and industrial lighting — 
through an integrated and extensive ad- 
vertising, promotion and publicity cam- 
paign, built around the dramatic new 
Eye-Fi concept. 


WHO @ All members of the electrical in- 
dustry can participate (with Certification 
included, if desired by the sponsors of the 
local operation). Materials for hard-hitting, 
coordinated promotion at all levels, and 
for product identification, will be provided 
at cost. 


WHEN @ The big new Eye-Fi Relighting 
campaign will begin with large space ad- 
vertising, and publicity, in important na- 
tional magazines, business papers and 
trade publications early in 1959. 


MAKE THIS YOUR PROGRAM. 


Find out how 
you can profit from it. 
Write to the 
National Lighting Bureau, 
155 East 44th Street, New York 17,N. Y. 


for further information on 


CYG: 
RE /LIGHTING 
ond Certified Eye-Fi Relighting 
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LETTERS TO THE EDITOR 





Cash Discount Progress 
Dear Sir 

Your “Letters to the Editor” ar 
ticles on the problem of uniform 
cash discounts have served the indus- 
try well. The year 1958 has seen 
considerable progress made in the 
right direction, thanks to your 
help 

LESTER MAy 

MAY ELECTRIC SUPPLY CO 
KEWANEE, ILL. 


© Fora ste p in the right direction in 

1959 please note the short item on 

page 10. We'll plan to keep up a 

constructive clamor on cash discount 
, 


until uniformity at 2 is achieved. All 


! 
that we ask is that distributors hel 
, , , 

Keen the SuUPI1EC alive on our paees 


with their opinions 


International Impact 
Dear Sir: 

I am told you ran a very good a! 
ticle in your October 1958 issue on 
the subject of the encouragement of 
price-cutting by manufacturers. If a 
reprint is available, I would greatly 
appreciate it 

DupLEY S. YOUNG 
PRESIDENT 
POWERLITE DEVICES, LTD 
TORONTO, CAN 
© The article Mr. Youne is referring 
to is “Ask and You Shall Receive 
(EW—Oct. ’58, p. 60) and reprints 
most certainly are available (at $2 
per 100). So far we have had re 


quests for 5,103) including One ré 
quest from VUexico We have also 
had severai requests for permission 
fo reprint includine one from Great 


Britain 

In requesting permission to re 
print, P. B. Etheridge, director, Ele¢ 
trical Wholesalers Federation (British 
NAED), added 


“In this country, individual mar 


counterpart of 


ufacturers have the right to establ 

tradine discounts nd resale prices 
for their products and tisist on theu 
observance, hy legal action if neces 
sary. In the electrical industry, the 
majority of established manufacturers 
do avail themselves of this right 
which is welcomed by electrical 
wholesalers as lending stability to 
tradine However as competition 
comes ftercer there are a Rrowiny 
number of manufacturers 
do not avail themselves of this right 
at all and consequently offer fancy 
prices themselves and encourage 
their wholesalers to do so or alter 


, ; 
natively, quote prices which are 


é Cad 4 ( é Y “une 
nomic to anyone handlir he goods 
The situation referred to in your 
article has not vet sen in this ¢ nin 
try, but there is clearly a_ possibility 
that it mieht arise ind it is for this 
reason that / ail i? i} f 
have a wide interest here 


For the Sales Force 
Dear Sit 

We are very much nterested in 
the section on “Creating More Profit 
able Lighting Sales n your Sept 
ber iwsue (p 35) 

Will you please arrange to have 
100 


' that j ‘ 
copies of that upped 


Us 

We can make rood | of 
material 1 this section tl uel 
S les force 
GENERAL ELECTRIC CO 
CLEVELAND, OHIO 


of the Se Vv 
Va Guia k 
; ti f 
) 5 


Needed: a Textbook 
Dear Sir 

We ire€ nterested 
our use a textbook on elen 
ity d the fundam 
electricit We had 


| | 
old text M cn 


cleciric 


lished in tl 

What we 
ti set up a 
our employees which A id tart 
the beginning of electr 
through transforms 
This class would ali I ted 
our senior personnel, who h 
tructed such classes 

If you could shed an ht on tl 
subject ind perhaps ommen 
text and/or vorkb 
rreatly apprec 

Your magazine g xcel 
material which would uppie ent tf 
class, and we cont 


publicatio 








TIMES and TRENDS 
Real Progress on Cash Discount 


Effective January 15, the General Electric Wire and Cable Department adopted 
a new cash discount of 2% 15th proximo, net end of the month, covering sales 
to its distributors of all types of wire and cable except magnet wire. Of all the 
recent actions on cash discount, this is the most promising and commendable 
since it involved raising some 12 of 1% items to 2%. Now that one manufacturer 
has led the way up, perhaps others will see the merits of a similar step. 


Sales Policy on Tape 


When a postcard arrived in late December suggesting that we dial HOpkins 
-2007 “to hear a distributor state a sales policy,” we were so intrigued that we 
called immediately. What we heard was a 60-second taped recording that de 
scribed the benefits of the policy of Tristate Electrical Supply Co., Baltimore 

On checking further, we learned that this firm, through local advertising and 
ilesmen’s lapel cards, had created a curiosity-building campaign to get cus 
tomers to dial the number. Salesmen then had the opportunity to tell them Tristate 
was proud enough of its policy to put it on tape for all to hear. 

This struck us as a fresh way to reaffirm some basic business principles. 


Phony Prices Under Fire 


The public’s demand for discounts in recent years has brought with it a blizzard 
ot inflated price tags. So widespread has fictitious pricing become that Reader's 
Digest in December headlined an article, “Beware the Phony Price-Tag ‘Bargain’! 
It cites a number of instances where consumers have been bilked by “discounts 








from ballooned-up list prices. 

rhe article concludes: “ rhe fantastic fakery is nibbling away at the public's 
faith in advertising in general. If this faith disappears, with it will go our system 
of mass production of national brands. The danger is so apparent that already 
some persons are talking about legislation. If fictitious pricing isn’t curbed, a law 
may one day compel retailers to display on every piece of merchandise a tag from 
the manufacturer showing the price the retailer paid. This would be an unfortunate 
extension of government into yet another field. That’s the crux of it: if we don’t end 
this evil, worse evils will come.” 

The Digest makes a strong case. What's more, the warning of things to come 
already is partially borne out by the fact that posted list prices are mandatory on 
new automobiles. A result is that much of the former discount wheeling and dealing 
has disappeared from this key sector of marketing. And the depreciation of dis 
counts hasn’t made consumers unhappy—a consequence that is bound to have 
repercussions elsewhere. Perhaps it may presage a change in the public’s buying 
psychology. Perhaps the pendulum is about to swing away from preoccupation 
with cut-prices. (And perhaps, too, this is just wishful thinking.) 

In any event—with the public being made aware of phony pricing, with legis 
lation requiring manufacturers’ suggested list prices on new cars, with competition 
increasing from chain stores, mail-order houses and others—distributors might 
wisely study the implications of 2.5x, 3x or 4x markups on residential lighting 
fixtures. Here is an Achilles’ heel. As Dr. Edwin H. Lewis noted in his pioneering 
study of electrical distributing (EW—June °58, p. 121), “There appears to be no 
sound reason for the high markups in residential fixtures, and they seem to be 
given primarily to permit high ‘discounts’. . . .” 

One fixture manufacturer—the John C. Virden Co.—recently studied what 
markup its distributors would prefer if the firm switched to a one-markup system 
In surveying its distributors, the manufacturer put in a powerful plug for the 2x 
markup. The results were inconclusive and in the company’s words “representative 
of the confusion that exists.” But they make interesting reading (page 62) and 
Suggest the trend in markups is inexorably down—whether distributors make their 
own choice in the matter or whether developments make it for them. 
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FOR SAFETY’S SAKE, 
BUY VACU-BREAK 


With BullDog’s exclusive 
clamped-pressure switching contacts 


Maximum safety with BullDog Safety Switches 


Arcs 


compact Vacu-Break 


contacts are reduced to 


nance is virtually eliminated 


Simple, foolproof switching 
Vacu-Break heads 
to the 


are dire 
nected switch ha 
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No danger 
Positive, 
for 


of 
safe 
a lifetime 
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are smothered before they can cause fire hazard ot 
damage to the switch because contacts 
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blades. Fire hazard 
result. These are 
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CLAMPMATIC SPRING 
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Clamped-pressure contacts 

This close-up shows movable con 
tact slug and Clampmatic* spring 
assembly Vacu-Break cham 
ber. The Clampmatic assembly 
clamped-pressure conti 
‘break’; in 
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ndle. 
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No 
inside 
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2 reases switch lif 
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Dangerous arcing with open knifeblade switches 
Unconfined flash explos 


on 
a 


irequent maink 


} 


occurs, Durning pitting 
are the 


i : h ) : 
d photographs of 100 amp 


under 90 $40 volt 


powel factor. 


Withstand -~ 000 amp fault current 


BullDog Vacu k Switches 


vithstand 











TOP OF THE NEWS .. . and its significance to you 





New Cash Discount 


More West Coast 
Consolidations 


“Growth” 


Acquisitions— 
Pending and Positive 





The General Electric Wire and Cable Department has announced 
adoption of a new cash discount of 2% 15th proximo, net end of 
proximo month, covering sales to its franchised distributors of all 
types of wire and cable except magnet wire. This new schedule applies 
to customer orders accepted as of, and subsequent to, January 15, 
1959, Previously, seven cash discounts were in effect on the depart- 
ment’s products. 


In announcing the new discount schedule, J. S. Overstreet, man- 
ager—marketing of General Electric’s Wire and Cable Department, 
explained that it is a “continuation of actions and efforts to simplify 
business procedures and to help its distributors increase the efficiency 
of their operations and enhance their sales effectiveness.” Previous 
steps in this program included the department’s recently announced 
price policy, effective Jan. 10, 1959, and its price protection and in- 
vestment compensation plans which have been in effect for several 
years. Overstreet emphasized that these policies and plans are directed 
toward a fair balance of the responsibilities of the parties involved 
(details on these policies and plans on page 112) 


Electrical Supplies Distributing Co., San Diego, Calif., has announced 
the acquisition of Phoenix Electric Supply Co., Phoenix, Arizona, 
according to Fred G. Goss, president of the California firm. In 
Phoenix, Bart Murray, vice president of the Arizona firm will remain 
in overall charge during the changeover, which took place on Jan. 
6, 1959. Former owner, Jack Doughty, is to continue as manager. 
And still another distributor merger is reported from the West Coast. 
John R. Chapman of Pacific States Electric Wholesale Co., Los 
Angeles, Calif., has announced that the company acquired Standard 
Wholesale Electric Co., and will be known as Pacific Standard 
Electrical Wholesale Co. (Last month we reported that Incandescent 
Supply Co., and Phillips & Edwards Electric Co., two major dis- 
tributors in California, had merged. For details see page 102.) 


When Russia’s Anastas Mikoyan had finished his city-to-city tour 
of the United States he was asked what impressed him most. Laconi- 
cally, he answered, “Growth.” Perhaps this terse gift-phrase came 
straight from the mouth of a Trojan Horse, but there was a world 
of truth in it. Take a look at the NEMA preview of the electrical in- 
dustry (News for the Industry, p. 94), and the number of manu- 
facturers’ expansions and modernization activities (Manufacturers 
Expansions, p. 106). 


According to a recent report, discussions looking toward possible 
acquisition by H. K. Porter Co., Inc. of the National Electric Products 
Corp. have been carried on for the past few weeks. Press-time report: 
still talking. The Aluminum Co. of America plans to acquire Rome 
Cable Corp. Rome stockholders vote March 25. They plan to com- 
bine electrical conductor and conduit operations into a new concern 
called Rome Cable Co. No major changes anticipated in operating 
procedures, management, or personnel. 


Federal Pacific Electric Co., Newark, N.J. has announced that it 
will exchange 97,750 shares of common stock for all shares of 
Economy Fuse & Mfg. Co., Chicago, and its subsidiaries. The 
transaction will be completed in mid-February. Economy Fuse will 
become a Federal Pacific div., directed by Economy Fuse manage- 
ment 
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Dangerous flash explosion occurs at instant of ‘“‘break”’ in 
knifeblade switch. BullDog Vacu-Break chamber smothers 
before they can burn and pit contacts. Both are 100-amp, ( 
switches operating under 90-ampere, 440-volt load with 4 
50% power factor. (These photographs were taken at 
“break”’ and are unretouched.) 


FOR SAFETY’S SAKE 
BUY VACU-BREAK POWER PANELS 





You emphasize safety when you — units have 
stock BullDog Power Panels with Vacu-Breahk 
Vacu-Break* switch units! Exclusive clamped-p 
Vacu-Break design houses contacts tacts to prevent ove 

in compact arc chambers that limit matic design simulat 
the oxygen supply actually starve connection when in th 
the arc before it can explode and pit 


or burn contacts. Maintenance 1s 


ressu 


] ¢} 
accelerates 1€ 


practically eliminated In recent tests. Stanc 


Contacts in the Vacu-Break unit are switches with Amp-Traps 


attached directly to the operating subjected to 100,000-amp short cir 











handle for positive, safe switching cuit current. They were undamag 
Close-up of Vacu-Break head shows mov- every time. When the handle is in You can provide this extra safe 
able contact slug inside the compact arc the OFF position—you know the long-lasting performance 
chamber. The Clampmatic spring assem- switch is off! For extra safety the BullDog Vacu-Break Power P 
bly assures a bolt-tight contact, helps 


speed “break”. This combination guaran- I i ry, 
tees positive and safe operation, long 
I ts Company, Divisi f I-T-E ¢ Breaker ¢ 
l I ? 


switch life Bull Dog Electri roducts 
Detroit 32, Mich. BullDog Expor ) I t 40th S . y 
l id Bull Dog Electric Products ¢ ( | 40) « . i ’) 


ta ( 





WIRE 
CONNECTORS 


BAKELITE + SET-SCREW - PORCELAIN 


A TYPE AND SIZE FOR EVERY JOB! 
Hi-4 & Hi-6 BAKELITE 


/s i, WIRE CONNECTORS 
U > NOW UL APPROVED 
|) For 600 VOLT USE 
ey A 1000 VOLTS IN 
= SIGN OR FIXTURE 
COMPLY WITH NATL. ELEC. CODE 


AND THAT'S NOT ALL—also ULL. listed as 
pressure cable connectors for general use in 
all types of branch circuit wiring—conduit, 
armored cable, non-metallic sheath, open and 
fixture hanging . . . machine hook-up, ap- 
pliance repair, etc. MILLIONS IN USE... 
MILLIONS MORE WILL BE SOLD! 


ASK FOR FREE SAMPLES 


‘LOK-IT....... 


WIRE CONNECTOR 


WRENCH 


(TWIN SOCKET) 


FINAL TWIST! 


Slip "LOK-IT 


over the end of a Hi-4 or 
Hi-6 Bakelite “Screw On'' Wire Connector 
and twist LOK-IT does the work! Saves 
fingers and makes terrifically tight connector 
Thousands of electricians are 
now using "LOK-IT."' Write today for your 
FREE packets of Wrenches and Connectors. 


joints easily 


OTHER "'Hi'’ QUALITY PRODUCTS 
Screw Anchors . os Anc _ & 
Toggle Bo 
AND. MANY MORE! 


/ ~ 
Hi 


Tape-Mate Winder 
Fish Tape Reels 
Conduit ''Snap- 
Straps’’ 

Conduit ‘'Drive- 
Straps" 


MAIL TODAY FOR 
1959 "Hi" CATALOG 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. - SYCAMORE, ILL. 


NEW PRODUCTS 





Recessed Fixtures 


Maker says can be wired below 
ceiling without tools—installation in 
less than 6 minutes 


New recessed lighting fixtures—called 
Jiffy’ —have junction box, 
thum-lok” clamps, and a newly de 
signed parabolic reflector which, the 
means better light plan- 
Maker 


says fixtures can be installed in less 


hinged 


maker says, 


ning for low budget problem. 


than six minutes and can be wired be 
low the ceiling without the use of 
tools. © Progress Mfg. Co., Inc., 


Philadelphia, Pa. 


Circuit Breakers 
Compact in size, light in weight, 

UL, CSA approved says maker 

New line of 


breakers have 


explosion-proof circuit 
added to com 
fittings 


aS compact in size, light 


been 
pany line of fixtures and 
Highlighted 
in weight—they are 
Class | Group ( and D; 
Group E, F and G. Two series, XCB 
and XPCB, are turnished with mount 
action handle fo1 


designed for 


( lass Il, 


ing lugs and easy 
smooth, positive operation, claims the 
manufacturer. eKillark Electric Mfg. 
Co., St. Louis, Mo. 


Prismatic Lamp 


Company says new lamp is ap- 
plicable almost anywhere 
New 4-ft “Prismatic,” two 40-w RS 
lamp, economy unit, applicable almost 
anywhere, singly or in rows, company 
says. Maker 
ings and light walls for better vision 
for 50-ftc 
40-sq ft of area. Stressed clear pano 
ramic plastic diffuser. Steel parts 
white enameled. ¢ The Wakefield Co., 
Vermilion, Ohio. 


recommends white ceil 


install one unit for each 


Dehumidifier 
Portable unit is for use in cabinets, 
cupboards and closets 


New dehumidifier, introduced early 
this month, using thermo-electric tech- 
niques, is said to be smaller than 
Moisture in air is 
captured in receptacle within unit or 
can be channeled into regular drain 
According to maker, it is designed 
for complete portability. ¢Westing- 
house Electric Corp., Pittsburgh, Pa. 


standard units. 





~ s | 


, 








Outlets 


Maker says units are now weather- 
proof 


Company line of safety electrical out- 


lets are now available with outdoor 
cover plates, preventing clogging from 
the elements, maker states. New cover 
insertion of 
Manufacturer 


also says lid does not rest On wire Or 


opens for one-handed 


plug and closes easily 


plug. According to the manufacturer, 
pulled off. e Bell 
Chicago, Ill. 


cover cannot be 
Electric Co., 


Plug Base 


New "T"’ 
takes parallel, tandem and polarized 
blades 
New heavy duty slot 
ment plug base is said to be solidly 
phospher 
bronze contacts and self finding slot 
lakes parallel and polarized 
Maker also says non-slip grip 
has safety skirt preventing touching 
of socket screw shell. Rated 
125 UL listed. Meets Federal and 

REA specs. @ Eagle Electric Mfg. 
Co., Inc., Long Island City, N.Y. 


slot attachment plug base 


attach- 
built featuring durable 


tandem 


7 
blades 


660-w, 


Heater-Light Unit 


Maker claims bimetal motor auto- 
matically closes damper 


New combination ventilator heater- 
features which make it 
especially suited to the modern bath- 
maker Highlights 


grille frame two 


light unit has 
room. States 
chrome 
heater; heat reflector that directs all 
heat downward; 
cuit breaker. ¢ Fasco Industries, Inc., 
Rochester, N. Y. 


speed 


automatic reset Cll 
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CABLES 


VMiake Satisfied 


THREE TYPES 


AVAILABLE: Customers 


Because Whitney Blake specializes in the 
manufacture ot high quality wires and cables 


you can be sure your customers will get long, 


efficient service from WB Station Control Cables. 


Rubber insulated and PVC insulated types are 
rated at 600 volts; polyethylene insulated types at 
1000 volts. All are manufactured to IPCEA 
Specification S-19-81. They are designed for 


aerial, duct or direct burial installation. 


For information on special constructions talk to 


your WB representative or write us direct. 


Well Built Wires Since 1899 
$ 


« WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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NEW! a smartly designed figure on 
., 648) {0 install 


WIAA | 2) 2); LIGHT 


Inner box mount- 
ing bolts. 





Plug in connec- 


Alignment holes 
for mounting 
bolts. 


Satin chrome 


heat reflector. inating some; 


Wide grille 
flange. 


Exclusive snap-in 
grille. 


See the complete line at the 


Builders w * Space 440-441 ste, 68 Cometetety evteinad sesmaieiien inisiee ter sent 
Hotel Sherman economical installation and efficient operation. 








oe the latest in the from FASCO_ tere is the combination unit that has exclusive 


features found on no other ventilator-light-heater, and everything is wrapped up in one smart package. 120 
watts of recessed, soft, abundant illumination. . . efficient ventilation to keep the bathroom dry and odor free 


plus the adequate gentle warmth of a heater to take the chill out of those crisp mornings. 


Chrome grille frame * Two speed heater (high speed — both 
heater and ventilator switch on; normal speed—heater switch 
only) « Satin chrome reflector — deflects all heat downward « 

Blemvater Wettege Washte Aluminum honeycomb heater grille—directs heat down « Bimetal 
motor automatically closes positive damper control directing 
air over heating element « Automatic reset circuit breaker 


FASCO INDUSTRIES, INCORPORATED, North Union and Augusta, Rochester 2, New York 


Please send me your new full-color, full-line catalog of Fasco range hoods and ventilators. 


ry 





Address City 












3 KLEIN PLIERS 


to make electrical wiring easier 





Three newly engineered Klein Pliers 
which will solve difficult problems in 
the wiring of electronic assemblies. 


ALL-PURPOSE ELECTRONIC PLIER 


Shear biade cuts flush and holds clipped 
end of wire—Requires no sharpening; will cut 
hard or soft wire. Smooth, continuous action pre- 
vents shock which may damage resistors. For bare 
wire up to 18 gauge. Patent pending 

No. 260-6—length 6%” 

No. 260-6C—with coil spring that holds jaws open. 


NEEDLE-NOSE PLIER 


Similar to No. 260-6 but nose has been slimmed 
to permit use in confined areas. Patent pending 
No. 261-6—length 6%” 

No. 261-6C—with coil spring to hold jaws open 


PLIER WITH KNIFE AT TIP 


Jaws behind blade hold clipped wire end 
A shear-cutting plier that will cut hard or soft wire. 
Coil spring to keep jaws apart. Pat. No. 2,848,724. 
No. 208-6PC—length 6%” 


5 ey Write for Catalog 101-A, 

@ which shows the complete 

line of Klein Pliers, includ- 

ing 20 pliers recently 
developed. 


Mathias L te =e 





1200 McCORMICK ROAD + CHICAGO 45. ILLINOIS 
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NEW PRODUCTS 








Commercial Fixtures 


New line of commercial fixtures 
offers wide flexibility in lighting layout 
Designed Be utility line, new line 
of commercial fixtures are for econ- 
omy lighting in retail stores. Manu- 
facturer also says they are adaptable 
to a wide variety of commercial in 


| teriors, have modern appearance plus 


durability and lighting qualities of to 
day’s commercial fixtures. Added fea 
tures stressed: in price range of bare- 
lamp units; use polystyrene diffuser 
that completely encloses lamps; wide 
flexibility and good ability to get de- 
sired lighting effects without glare 
e Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 





Switch Series 
Momentary contact switch series is 
said to be ideal for major appliances 


New 30-amp momentary contact 
switch series “1901” is said to provide 
long life and high capacity at low 
cost and easy application. Maker's 
highpoints: switching action simplified 
to stainless steel springs. One spring 
returns stem to normal position and 
the other maintains constant pressure 
on contacts. Entire mechanism is in 
1.876-in, x .812-in, x .5O00-in, impact 
resistant, phenolic housing. eMcGill 
Mfg. Co., Inc. Valparaiso, Ind. 


Corridor Light 


For use in schools, hospitals, office 
buildings, and homes 


New, corridor light, featuring a plas 
tic diffuser with high light transmis- 
sion and wide distribution, is fur 
nished in 4-ft and 8-ft tandem sec- 
tions for individual or continuous 
runs. According to maker, it may be 
had with gasketing for inhibition 
of moisture and = dirt e Neo-Ray 
Products, Inc., New York, N.Y. 











WEAV 


... than any other 
water-pipe clamp 


HERE'S WHY: 


When your customers compare Weaver Bronze Clamps 
with others, they find Weaver Clamps are bigger, 


heavier and more rugged. Extra metal at pressure 


YOU GET MORE SALES... points gives maximum strength and increases conduct- 
BIGGER PROFITS 


Only three types to stock to cover every grounding 
job. Sizes for V4” through 4” copper or galvan plated screws prevents rust and corrosion... assures 


ivity. All-Bronze construction with heavily cadmium 


ized pipe... meet all contractor and utility spec i - 
permanent grounding. The swinging top cuts install- 


ifications. WEAVER is a complete quality line that's 
easy to sell. ation time and increases contractor's earnings. 


Advertised in leading electrical publications and 


“) 
J A W FAV E R direct mail to your customers and prospects. 
e e 


g A Siege pe 2110 Howard Street * St. Lovis 6, Mo. * CEntral 1-8100 
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Latrobe 
Electrical 


Products 


Years of actual use have earned 
impressive leadership for ‘“‘La- 
trobe”’ floor boxes and wiring 
specialties. You save time, money 
and worry by installing “Latrobe” 
products—and they serve long 
and well. 





Two Gang Adjustable 
Floor Box 
Adjustable Boxes come in single-round or 
square bodies. Also in square type Single 
Gang, Two Gang, Three Gang and Four Gang 
Boxes. All adjustable boxes are now bonded 
which makes them fire-procf 


“Latrobe” 
Pipe or Conduit 
Clamp 


This clamp is made 
with a double safe 
ty bite of case 
hardened tool steel. 
Two models—Right 
Angle and the Par 
allel support. Each model comes in 

to handle pipe or conduit 12” thru 4 





10 sizes 


Insulator Supports 


Fasten porcelain or glass in 





sulators to steel framework 
without punching holes. 4 
sizes—I”, 142”, 2” and 24”. 
Sold Only Thru Wholesalers 
Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes . Cover Plates 
Junction Boxes . . . Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities 


Jullman 


Manutacturing Oo. 


JEFFERSON STREET 


PA. 


1215 


LATROBE. 


1209 
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NEW PRODUCTS 





Ballast 
Designed to allow a coil-tempera- 
ture rise of 42-deg C 
New, cool-operating ballast 
rapid-start fluorescent lamps 
CBM and UI De 
signed to allow a_ coil-temperature 
42 deg ( 
cording to ETI 


for two 
40-w, 
carries listings 
when tested ac 
Ul 
New 


reduced 


rise of 
methods 
ballast is 


and 


manufacturer claims 


said to display capacitol 


case and coil temperatures when sub 


jected to “in-fixture” test conditions 


Maker claims these characteristics 
make for full lite without price pen 
altv. eSola Electric Co., Chicago, 
Hil. 


Duct Sealing Tape 

For sealing and joining duct work 
sections in heating and air-condition- 
ing 
New 


tape 


vinyl coated, nsilive 


pressure s¢ 


is designed to join and seal sec 
of duct work tn heating. ventilat 
conditioning. Maker 


quick 


Lions 


Says 


ing and au 


it unwinds easily for applica 


tron Also stressed good resistance to 


temperature extremes solvents nad 


ibrasion. e Permacel, New Brunswick, 


N. J. 
Fixtures 
Maker says air-stream flows con 


tinually through the reflector and out 


Company Says just-introduced 
flectors are available in standard 
dome. shallow dome, deep bow! o1 
angle types up to 200-w = and 


interchangeable with company line of 


vaportight fixtures. Highlight: manu 
facturer says built-in vents encircle 
fixture and force moving air stream 
to flow continuously for “air-condi 
tioning” that brings longer lamp life 
Complete line is available with or 
without reflectors. UL and CSA 
proved for indoor-outdoor use. ¢Ston- | 


co Electric Products Co., Kenilworth, | 

My. de 

Toggle Switches 
New 


toggle switches feature quick-make 


series of general purpose | 
quick break contacts 
New 


gle switches are 


series Of general purpose tog 
lol It 
appliance 


Maker 
quick break 


»SO-V 


designed 


tional hp motors, small 


electronic circuits Says 
feature quick-make 
contacts. Rated at 3-a 
Available in SPST in 
with either 
terminals, 
tabs. Ul 


Electric 


and 

they 

yiping 
6A 


two bushing lengths 


125-\ 
WITt 
lugs Or 
and CSA 
Corp., 


leads screw solder 
disconnect 
approved. @¢Sargent 


Lynbrook, N.Y. 


QUuIcK 











OF 5 5 1 On 


ABC ARMORED CABLE, TYPE ACT 


IS EASIER AND QUICKER TO INSTALL 


PLASTIC INSULATED CONDUCTORS are clean, easy stripping, with solid, 
~ clear colors, and minimum diameter for easier installation in boxes. 


PAPER TAPE which is tough, moisture-resistant yet easily removed, gives 
protection to the insulated conductors. 


INSULATED BUSHING for protection against sharp ends of armor, furnished 
with each coil of cable. 


_k BOND STRIP UNDER ARMOR is used in all sizes. A flattened aluminum bond- 
ing wire in contact with the under side of each convolution of the galvanized 
steel armor assures a permanent, low resistance through armor to ground. 


PREFABRICATED BREAKING LINES. At intervals of every 112 inches on 
CRESCENT ABC Armored Cable you will find a small cut mark. This cut 
mark shows the location of a prefabricated breaking line inside the armor. 


j —* 


' 
' 


Only a few short strokes of a hacksaw guided by the cut mark are required 
to cut through ONE outer ridge, and a bend by hand severs the armor. By 
actual test, this saves 30% of the time ordinarily required. A clean separa- 
tion results, with no sharp edge. There is no chance of injury to insulation 
because only one OUTER ridge is cut. 

The prefabricated breaking lines in the armor are so made that THERE IS 
NO REDUCTION of tensile strength, bending qualities, crushing resistance 
or electrical conductivity. This armor construction meets all requirements of 


Underwriters’ Laboratories. 


22) WIRE & CABLE |") 


CRESCENT INSULATED WIRE & CABLE CO. 


Trenton, New Jersey 
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Proot... 
Sylvania Starters 
with ceramic 
condensers 
last longer! 


Ac ording to actual 


field test 


Sylvania fluorescent 





starters with 


ceramic condensers had 


only | failure out 
of 340 starters 


Conventional starters with paper 


condensers had 


51 failures out of 
330 starters 


‘| est Was conduc te d over a two-yeal 


period in a manufacturing plant. In- 


stallations were [wo-lamp, 40-watt 


industrial type fxtures 


Results like these prove that 


Svlvania starters with ceramic con- 


densers give longet life and lower 


, maintenance cost 


in price 


For de tails, C all 


Re presentative. 


at no increase 


your Sy\V lvania 


SSYLVANIA 





Lighting + Television 


..- fastest growing name in sight! 


Radio + Electronics 


Photography . Atomic Energy ° Metallurgy 
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NEW PRODUCTS 





| Troffers 


New line is accompanied by refer- 
ence chart showing right troffer for 
varied ceilings 


New company line of variform 
fluorescent lamp troffers has almost 
200-different sizes and types with new 
modular design recessed luminaire 2- 
ft x 2-ft, and 2-ft x 4-ft, using 2, 3, 
4, or 6, 24-in or 48-in fluorescent 
lamps. To simplify troffer selection 
an ordering data ceiling chart show- 
ing correct troffer for exact fit in any 
of the more than 60 various ceiling 
constructions. Manufacturer also 
stresses chart can eliminate guess 
work in selection and assures troffer 
delivered will fit ceiling construction 
eLighting Products, Inc., Highland 
Park, Ill. 


Cabinet 


Branch circuit connection cabinets 
eliminate pulling conductors through 
wireway runs 


New branch circuit connection 
cabinet is designed for use as an inte- 
gral part of standard wireway runs 
Called “Safe-T-Taps”, they featur 
ccording to the maker: faster, easier 
viring by eliminating job of pullin 
‘eavy conductors through long wire 
vay runs; increased flexibility of cab 
nets. They are furnished fully equip 
ved with 400-amp bus-bars and sold 
rless lugs. Produced in standard 
limensions of 40-in long x 10-in wid 
x 8-in deep. eKeystone Mfg. Co.. 
Warren, Mich. 


coil Relay 


New modified short coil relay in- 
creases life and reliability—higher 
contact loads, maker says 


New modified version of short coil 
telephone type relay “TS” will feature 
bifurcated contact arms with as many 
is 20 arms per relay. It measure 
134-in long x 154o-in wide x | 
high. It weighs about 3-0z. ePotter 
& Brumfield, Inc., Princeton, Ind. 


oy 


“In 


Grounding Condulet 


For flush mounting in aircraft han- 
gar floors and aprons 


New grounding condulet receptacle 
type “GCR,” removes static elec 
tricity, provides grounding path, and 
makes refueling and repairs safe 
Company also says it is available for 
use with %-in threaded or un- 
threaded ground rod, or with ground 
ing lug for attaching wire grid. For 
flush mounting in aircraft hangar 
floors and aircraft aprons. e Crouse- 
Hinds Co., Syracuse, N. Y. 














Here is a complete and low-priced line of D-LUGS. These connect 
are more compact and heavier in weight to insure 
tion under more severe loads, while being much easier 


to 1,000,0 


Only seven sizes accommodate from 14 SOL 


FEATURES: Rugged construction 
Made of high conductivity copper alloy 
Suitable for all purposes 
Variable, each connector takes wide range 
Exceptionally compact 


Reusable 


Write for detailed information and prices! 


T MFG. CORP. 


YEARS OF , . 
TECHNICAL 22, N.Y »presentatives in all principal cities 
KNOW-HOW : 
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NEW PRODUCTS 





puo Improved E.M.T. 


Good resistance to mechanical in- 


the QUALITY line jury, withstands right angle bends 


without damage, claims maker 





Presents a COMPLETE line 
of WALL and CEILING | Electrical metallic tubing now has 


Pp improved silver-colored corrosion re- 
VENTILATORS featuring sistant finish, company states. Now 
, called “Dualbrite”’, EMT is manutac 
tured with two protective coatings 
that have improved resistance to acid 
and alkali. Maker also says has ex 
cellent resistance to mechanical in 
jury, withstands right angle bends 
(3'2-in radius) with no damage to tub- 
ing or finish. eWalker Bros., Con- 
shohocken, Pa. 





. An Amazing MULTI-POSITION 


VENTILATOR with the Cluster Box 
AUTOMATIC Weatherlok SHUTTER For recessed wall installation in 


Solves any instolla- parking lots, storage areas, and load- 
tion problem that ° 

arises. ing docks 

Now it is possible to New 
correctly locate o 

fan for maximum designed for recessed mounting in 
efficiency. . 


Easily Installs in 
Walls, Ceilings, 
Soffits or Cabinets. five medium or mogul base “Steber 


Oy) UL and CSA approved lites” can be attached to unit for area 
lighting. Same size as a standard brick; 


cast aluminum cluster box is 


walls of brick, block or frame con 


struction. Producer also says up to 





five in Openings 


face plate has fis ( Mu 
PLUS RANGE HOODS Maker also says conduit cause of 
in 3 Push-button Controlled Series auxiliary entrance at rear of box, can 


run in and out of unit in any direc 

COMPLETELY ADAPTA ’ 
FOR ANY pte tion. Has caulking compound tor! 
INSTALLATION weatherproofing. eSteber Mfg. Co., 


Broadview, Ill. 


Outlet Box 


For anyone wanting to extend elec 
trical outlets in changing location 


New outlet box is said to eliminate 


Features the "New Look” in need for many long lengths of cord 
contemporary design, engi- Manufactt 
neered to Ventrola's a 

pot fo We] ls. ligt ma 
famous standords of E . our powe LOLS Hgnts etc wy 
beouty, performance co ‘ plugged in at th point of use No 
Ind dependability - 


so Claims as many as 
h 


4 


cable in 25- or 50-ft lengths 


ore tdanelind Gus baciedans ird and six different outl 
completely pre-wired 1600 Series tacles are available M: ide 
ready to install. Includes Twin blower 
NCEALED LIGHT FIXTURE, range hood 
SH-BUTTON CONTROLS, ventilator low color. ¢ The Ericson Mig. Gers 


LTER and BACK DRAFT 1400 Series Cleveland, Ohio. 
ACK IRA 


Solid top hoods 


and ts said to have highly 





Switch Plates 


products o Maker says they have extra protec 
VENTROLA a tion and long life 
MANUFACTURING 
COMPANY 


Owosso, MICHIGAN 


New switch plates are 
form two-fold purpose of 


and protection. Available in ¢ 


<a 
Write for COMPLETE Information are ecimesit team Dhaai on 


| are laquered for extra pr 
See our BRAND NEW Bathroom Combination long life Single, double 
HEATER, LIGHT & VENTILATING FAN—and : . 
a completely NEW BUDGET LINE of Venti- 
lating Fans... the “VENAIRE” Builders’ shipped in counter display carton 
Models in addition to Ventrola Ventilators | © Southern Fabricators (¢ orp., 
and Range Hoods | Shreveport, La. 


POIGd | 





outlets are packed individually 
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CROUSE-HINDS 


EXPLOSION-PROOF 


MERCURY VAPO 
LIGHTING FIXTURES 


For dependable security at low 
operating cost in hazardous locations . . . 


@ where long burning hours without interruption 
are involved, month in, month out 
@ where labor cost or trouble of relamping is an 
important factor 
@ where maximum lighting output calls for maxi- 
mum economy in power consumption 


NOW ... offer your customers the one explosion- 
proof lighting fixture that meets the above require- 
ments... PLUS these well established advantages : 


{LONGER LIFE: 7000 hours, vs. 1000 hours for 
incandescents. 
MORE LIGHT: 55/lumens/watt, vs. 22 lumens 
watt/ for incandescents .. . 2.5 
times more light. 


There’s profit and prestige in offering these mercury 
vapor fixtures. They’re exclusive with Crouse-Hinds, 
giving you a long lead over your competition! 
e For complete details, call your Crouse-Hinds Field 
Re prese ntative. 


TYPE EVA Explosion-Proof 
Lighting Fixture 


Available with or without guard, 
or reflector (dome, deep bowl, 


shallow bowl, angle, wad high bay) MAIN OFFICE AND FACTORY: SYRACUSE, NEW YORK 
Crouse-Hinds Company of Canada, Ltd., T t t 


250 Watt— National Electrical @ CONDULET® ELECTRICAL EQUIPMENT (Explosion-Proof and Conventional) @ FLOODLIGHTING 


@ TRAFFIC CONTROL SYSTEMS @ AIRPORT LIGHTING and WEATHER MEASURING EQUIPMENT 
Id ib For plicati engineering help, contact one 
Buffalo Chicago Ci Cleveland 





Code: Class L, 

Groups C&D These products are sold Jusively through el: 
of the following offices: Baton Rouge Birmingham Boston 
Corpus Christi Dallas Denver Detroit Houston Indianapolis Kansas City Los Angeles 


400 Watt— Class 1 Group D Milwaukee New Orleans New York Omaha Philadelphia Pittsburgh Portland, Ore Salt Lake City 
St. Louis St. Paul San Francisco Seattle Tulsa Washington Resident Representatives: Albany 


Atlanta Baltimore Charlotte. Chattanooga Jacksonville Reading, Pa Richmond, Va Shreveport 
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with 
P&S WIRING DEVICES... 


Pass & Seymour wiring devices are installed throughout the 





new St. Louis Park Senior High School. Here’s another example 
of the trend to P&S — where dependability and low maintenance 
costs are factors. Thousands of modern planners look to the 


proven performance of P&S products for institutions, hotels, 


stores, plants and offices. Wherever continuous electrical service 


is essential, you'll find Pass & Seymour devices. Make sure your 


plans include Pass & Seymour quality-made wiring devices. 


Send for catalog on Pass & Seymour's complete 
line of modern wiring devices, Dept. EW-259. 


1SAcC1 
HEAVY DUTY 
SWITCH 
15 AMPS 
120/277 V.. 
A.c 





20AC!I 
HEAVY DUTY 
SWITCH 
20 AMPS 
120/277 V.. 
A.c 








5252 
3-WIRE 
GROUNDING 
OUTLET 
1S AMPS. 
125 V. 





PASS €&€ SEYMOUR, 


SYRACUSE Fe NE W 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski 


YORK 


Chicago 51, ill. 


in Canada; Renfrew Electric Limited, Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETEL 
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INCE we’ve been making electrical cable at American Steel & 
J Wire since 1891, customers often ask us how they can best 
plan for future wiring needs. They’ve seen the shocking cost of 
plant modernization programs in buildings that were not de- 
signed with foresight. 

Electrically speaking, you’re going to need a flexible wiring 
system, one that can be enlarged or revamped with ease. To lots 
of designers today, that means a feeder system that is not 
permanently sealed in rigid conduit, frequently buried under 
tons of concrete and, in case of damage, frequently unrepairable 
All of these problems are solved when you install flexible 
Armorlokt in an open-rack system. 

Initial installation is not difficult. Extra feeders can be added 
easily at any time. Special feature: Splices can be made any 
where along the cable’s length. The pictures on these pages show 
how adaptable and flexible such a wiring system can be. 

Tiger Brand Armorlokt is made in a complete range of sizes 
and constructions. Ask your AS&W salesman. American Steel & 
Wire. Gen’l Offices: 614 Superior Ave., N.W., Cleveland 13, O. 


American Steel & Wire 
Division of 
United States Steel 


Cable is pulled through the racks. Pulleys ease Winch on truck does the pulling. Crew members talk to each other with 
it through at each turn. telephones. 
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Armorlokt terminates easily. Flexibility of the cable elimi- 


Small radius or large radius curves are easily handled. 
nates fussy joint work. 


Space is left for future cable. 


Imagine how this would look using old-style conduit. Now 


Splices can be made anywhere, an important feature if 
it’s neat and accessible. 


cable is damaged in service 


or (iss) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
e@ Mold Cured Portable Cord e interlocked Armor Cable 
e Shovel & Dredge Cable e Special Purpose Wire & Cable 
e Paper & Lead Cable e Aerial, Underground 
and Submarine Cable 
USS, Tiger Bra and Ar rlokt are trad 


emarks 
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INTERESTED 
IN GREATER 


PROFITS? & 


Mason RED *DOT Conduit bodies 
are offered in a complete range 
of styles and sizes. 


Series A’ Conduit Bodies 


Threaded for heavy wall rigid 
conduit. — Sizes up to 4”. 


Series B’ Conduit Bodies 
Set-screw for thin wall conduit 
(EMT) electrical metallic tubing. 
— Sizes up to 2”. 


Cast Aluminum Covers available for 
all Bodies. 


You will marvel at the appearance of these high-pressure 
aluminum fittings. Engineered for strength, these non-cor- 
rosive bodies will stand up under the most difficult conditions. 


Precision machining guarantees ease of assembly. 


Join the swing to RED» DOT — FOR 
GREATER PROFITS. Write today for 
the new illustrated catalog of the com- 
plete RED DOT Line. 


Sold only through authorized Electrical 
distributors. 


- 


fy £ A Wpbon G BOSTON 36, MASSACHUSETTS 
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engineering 
news 


HARVEY HUBBELL, INCORPORATED 


Engineering Department 


 “setfubbellock" can be used wherever un- 

% interrupted electrical service depends on 
the indestructability of the connectors 
se ‘used. Completely armored units like 
k” are preferred because they 

~ withstand abuse and provide a positive 

+ -qlectrical contact. The positive locking 
feature provides a quick connect, discon- 
Rect for all types of portable electrical 


““Hubbellock™ units have an A.C. 

} of 30 amperes, 600 volts to meet 

of industry for higher voltages and 

ent values. Higher voltages may mean 

frequencies, particularly for high 

tools, welders, generators, etc. 

figh frequency equipment must be seg- 

regated from equipment operating on 

commercial power frequencies. Here, 

“Hubbellock” answers a specific need be- 

cause it is completely non-interchangeable 
- with other types of wiring devices. 


_ ROUGH SERVICE CONDITIONS 

ee sk”, with its heavy steel outer 

4 easing the’ logical choice for applica- 

cat. NO. 20415 i 3 W vhere devices are subjected to un- 

_ “psually ough service. All the electrical 

completely enclosed within a 

ive steel shell capable of with- 

nding severe abuse or a lifetime of 

“heavy duty service. The “Hubbellock” 

~ dead front prevents entrance of dust, lint, 

on : ... metal filings, dirt, etc. The contacts are 

. the rugged locking connector with (eile cacloeed end protected fee 
dead front safety shutter which confines foreign elements, “Hubbellock” can, in ~ 
arcing and keeps out dust, metal filings, z brsnd thet roguire mandatory woe of mle oh 

lint and other dangerous foreign particles. 7 units. 





“‘Hubbellock” is a complete line of 3, 4 
and 5-wire connectors designed for heavy duty 
industrial applications involving high cycle 
tools and other portable electrical equipment. 


This new folder tells the complete story 
.- available on request. 


HARVEY HUBBELL, incorPorRATED 


BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS Pe RS is oy 
Bridgeport 2, Connecticut Los Angeles 12, California hee F <4 
State and Bostwick Streets 103 North Santa Fe Avenue IN CANADA — 


Chicago 7, Illinois San Francisco, California Scarborough, Ontario, . 
37 South Sangamon Street 1675 Hudson Avenue 1160 Birchmount Road Continued on page 30 
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teeth into 
real profits 


Were: y 


A bs fale 5; 
BY 

u ‘ 
P “Bh 
a 
F oa 
; 
BULL DOG assures you } y 
solid profits because the <¢ B 
famous BULLDOG name |: F 


gives you fast turnover. 
BULL DOG Tape delivers 


thoroughbred perform- ey 
ance ... sticks tight and 
stays tight. Provides per- hi. 


fect electrical insulation. ' 

Dozens of other uses around shop and —_ -  . 

home build repeat sales. Complete line Aa oe ss eeset ANG Sold only 
in smart packages that keep stock — Raed) 


fresh and new. wholesalers 


There's a BULL DOG TAPE for every purpose 
FRICTION ¢ RUBBER ¢ PLASTIC 


Another quality product of 
BOSTON WOVEN HOSE & RUBBER COMPANY 


i=feh> | re}, | Div. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3, MASS. 
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From the heart atthe Nation... 





CONDUIT AND EMT 


BB OFrom America’s most modern continuous weld 


pipe mill 
Manufactured to all standard specifications 
Sizes up to 6” 


A dependable source of supply 
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engineer! 
= gineering 
news 


® 
HARVEY HUBBELL, INCORPORATED 
Engineering Department 
NR RAEI 
= 


30 AMPERE 





2643, 
L875" | 
= a complete new 


line of “*Hubbellock"’ 


devices designed for 


ae 


—_ 


4-wire applications 


requiring additional 


a 


equipment ground 


| 46-32 SCREWS 


; . -—— 2.843" 
656 | 2312 | -1e75*—+ 
Cot. Ne. 2541 8 
Male Receptacle 
with metal 
housing 


Cat. No. 25403 
Female Receptacle 
with metal 
housing 











2 dat 
Cat. Ne. 25414 


Armored 
Connector Body 





Cat. Ne. 2541 5 
Armored 
Male Cap 


HARVEY HUBBELL, 


BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 
Bridgeport 2, Connecticut Los Angeles 12, California 
State and Bostwick Streets 103 North Santa Fe Avenue IN CANADA 


Chicago 7, Iilinois San Francisco, California Scarborough, Ontario, 
37 South Sangamon Street 1675 Hudson Avenue 1160 Birchmount Road 
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A MESSAGE TO AMERICAN 


INDUSTRY *© ONE OF A SERIES 


Industry Moves Ahead 
with Plan ’59... 


To modernize now for growth and profits 


The most expensive task to be per- 
formed in America, in this new year of 
1959, is the modernization of our indus- 
trial plant and equipment. This is true de- 
spite the huge expenditures on new facilities 
made in the past decade. 

Contrary to popular opinion, and even to much 
learned opinion, our industrial facilities are not 
up to date. In a special survey conducted in 
August 1958, and supplemented by further in- 
terviews since that time, the McGraw-Hill De- 
partment of Economics found that it would take 
$95 billion to bring all our plant and equip- 
ment up to the best modern standards. This is 
over $15 billion more than the record budget 
of the U.S. government for the coming year. 

How did we get so far behind? It is true 
that business has made record capital expendi- 
tures in recent years, but most of this investment 
has been to expand capacity. And in concen- 
trating on new capacity, industry has fallen 
behind on the modernization of older facilities. 
Meanwhile, the $8 billion a year surge of re- 
search and development has brought forth new 


machines and new processes, at a rate that 
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makes prewar and even early postwar equip- 
ment badly obsolete. 

The lag between what research has promised 
—especially in more efficient tools of production 
—and what has actually been accomplished up 
tonow shows clearly inthe AMERICAN MACHINIST 
inventory of metalworking equipment for 1958. 
This new study, covering 167 types of equipment 
in 5,800 metalworking plants, shows that three 
out of five metalworking machines are over ten 
years old. This is a startling indication of how 
obsolete many plants have become. A 1958 ma- 
chine tool is 54° more productive than one 
purchased in 1948. Many of the tools industry 


now uses are actually of 1939, or earlier, design. 


Investment Starts Up 


Now industry’s plans for 1959 show a 
new awareness of the need to modernize. 
In its surveys, conducted during the last part of 
1958, the McGraw-Hill Department of Eco 
nomics discovered these facts: 

(1) Companies generally believe that a 


larger investment in modernization will 








mean more profits—soon. Mosi of the manu- 
facturing companies in the surveys expect their 
current modernization expenditures to pay ofl 
in less than five years. With labor costs rising 
steadily. it is only with better, more modern 
equipment that most companies can hope to 


make these profit gains. 


(2) Industry’s plans for modernization 
have been revised upward. Total plans for 
1959 investment, in new plant and equipment, 
now come to $33 billion—compared with $3] 
billion reported earlier. And most of these new 
plans are directed toward modernization—in- 
stalling new processes or making ready for new 
products, developed out of the most recent scien- 


tific advances. 


It therefore seems clear that modernization 
expenditures in 1959 will rise enough to make 
an impressive start on the job of updating our 
plant and equipment. But it will be no more than 
a start. Research also is moving ahead with 
giant strides. Plant expenditures must increase 
rapidly, from 1958's low level, to win the battle 


against obsolescence. 


How Can We Modernize Faster? 


What can we do to accelerate industry’s new 
drive for more modern plant and equipment? 
One aid will be an improved flow of technical 
information on how, and where, to modernize. 
With this purpose, the MeGraw-Hill Publishing 
Company several monthsago inaugurated PLAN 
"59, a joint effort by all its magazines to spotlight 
the best opportunities for modernization. During 
1959, MeGraw-Hill publications will continue 


this effort by putting special emphasis on new 


developments in plant and equipment. 


On the key problem of financing moderniza- 
tion—the question “Where’s the money coming 
from?” —the McGraw-Hill Department of Eco- 
nomics plans several new studies in the months 
ahead. The first of these will deal with the num- 
ber one problem in financing: the need for 


adequate depreciation allowances. Such studies 


are a small, but we hope a helpful, part of the 
total effort that is needed to modernize American 


industry. 


An Individual Effort 


The really vital steps in modernizing 
must be taken by individual companies. 
The backlog of obsolete plant and equipment is 
widely dispersed, among firms of all sizes and 
in all areas. It cannot be wiped out by dynamic 
equipment policies on the part of a few leading 
firms. Not just a few, but thousands of industrial 
companies must take inventory of their respeec- 
tive equipment and compare it, case by case, 


with the best new machines available. 


Finally, there is need for increased public 
recognition of the modernization problem, and 
for federal tax policies appropriate to a period 


of rapid technical change in business. 


The most important point is that the 
modernization drive has begun. This start 
can accelerate, with intelligent business 
and public policies, to give us truly modern 
industrial facilities. Plant and equipment 
expenditures are finally beginning to re- 
flect the stepped-up pace of research and 
development. This can be a major factor 
in renewed economic growth and prosper- 


ity as we move into 1959. 





This message was prepared by the McGraw- 
Hill Department o} Economtc § as part o} our 
company-u ide effort to report on opportunities 
for modernization in industry. Permission ts 
freely extended to newspapers, groups or in- 
dividuals to quote or reprint all or part of 


the text 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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NEW hood purifies air without ducts | 


™ nautilus 


NO-DUCT HOOD 


eliminates cooking fumes, odors, grease, 


smoke ...without ducts or vents! 





Every kitchen must have a way to get 

smoke before they have the chance 

cabinets and furnishing 

d ICtWork oO 
d. It empl 


This can now be done without expensive 
by the new NAUTILUS No-Duct Ho 
scientific principle that made it possibl 
NAUTILUS to stay under water for tw 


supplies of fresh air 








The air is purified by passing it through a gre 
through a special Activated Charcoal Filter, whi 
nded adsorption a// odors and contaminant ’ 


recirculated in the room 


Attractively designed, quiet in operatio 


available in a complete range of 


AA 


1030 West North Avenue, Chicago 14, Ill. 





further det 


See reverse side jor | 





Te NEV 


NO-DUCT HOOD 


eliminates cooking fumes, 
odors, grease, smoke 
... without ducts or vents! 


Bg? COMPLETE VERSATILITY IN INSTALLATION 


The NAUTILUS hood can be installed easily anywhere 
kitchen, making possible better layouts. Use it in new 
kitchens 


apartments! 


ELIMINATES COSTLY DUCT INSTALLATION 


in the 
or old 


ind because it’s portable, you can use it even in rented 


The fan takes up no cabinet or shelf space; and because there’s no 
expensive duct-work or installation, the NAUTILUS costs less 


than total cost of other units 


CLEARS THE AIR IMMEDIATELY 


Cook any of your favorite foods—cabbage, onions, fish— without 


worry about unpleasant odors. Air over cooking area is purified 


before it has a chance to get into the room. Save money, too—no 


re-papering or re painting bec ause olf grease or fume stains! 


COMPLETELY MODERN DESIGN 


with tapered front that makes installation against 
cabinets easy 


enclosed fluorescent light 


COMPLETELY QUIET OPERATION 


due to design of fan and resilient mounted motor 


INCREASES COOKING EFFICIENCY 


corner 


Handy push-button controls operate fan and 


because the forced drafts of venting systems are eliminated 


NO EXPENSIVE HEAT LOST—NO BACKDRAFTS 


Ordinary hoods pull out lots of heat and create draft problems in 


winter. Kecause the NAUTILUS does not need ducts, no « 
ive heat is dissipated to the outside 
se Stains around vent ives fix-up, paint-up jobs! 


EASY TO CLEAN AND SERVICE 


*xpen 


no unsightly smoke and 


Both grease and Activated Charcoal Filters are easy to remove and 


clean in hot water and detergent. Charcoal filter may be 


vated simply by baking it in the oven once a year. Entire 


including fan may be disassembled in seconds 


MAJOR INDUSTRIES, INC 
1030 West North Avenue, Chicago 14, III 


1 am interested in the NAUTILUS No Duct Hood 
Distributorship Dealership 


d r remodel 


reactl 


unit 














SPECIFICATIONS 


Unit Includes: 
Activated Charcoal Filter Element 
Fine Mesh Aluminum Grease Filter 


Quiet-Operating Fan With 1/12 H.P. Resilient 
Mounted Motor—Lifetime Lubrication 


Push Button Control for Fan and Light 


Enclosed Fluorescent Light 


Sizes: Length ("L"): 24", 3 a°. 36", 2 


"48" (special sizes alsoavailable). 


Peninsular hoods also available. 


Colors: Genuine electro-plated Brushed An- 
tique or Hammered Copper finishes; Stainless 
Steel; and Porcelain Enamel in Coppertone, 
Pink, White, Yellow, Turquoise 


With ordinary hoods, there are pipes and 
ducts to take up valuable shelf space. 














A real shine! Visible proof that the inside surface 
of Rome’s EMT is slippery smooth. 


“Tape’s eye view” shows why 
Rome’s EMT Is easiest to fish 


That shine you see is the reason EMT, but “hung up” on one of the 

fish tape won't “hang up” when bends in both competitive samples e ‘ 

you use Rome's EMT. Strong weld In another test to deter orrosion resistance 
mine the strength of the weld on 

Che slick interior finish of Rome s | MI Rome < | MIT , sample WW is squeezed 

lets vour fish tape slide through with flared, flattened, and expanded 


in absolute minimum of resistance each case the weld proved to be 


Careful baking—under rigid cont: oF strong as the metal itself 
produces a uniformly smooth enamel 


tike finish inside Rome S EMI 


In a test conducted by the Anstice 


Easy bending J hic strength of Rome 

EMT interferes in no way with it 
1 

Company, a completely unbiased pat ductility. You can make bends—« 

tv, Rome’s EMT came out first in fis] 


ability. Three ten-foot lengths of 


EMT. Rome’s and two competitive 
sample s. were formed into identical fig 


ures containing eight bends. The ‘s” 
fish tape used in the test easily passed 


through the eight bends in Rome’s e oO R Pp O R A 5 a c> N 
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you iaugi 
Busi 


yours? 


PAUSE that refreshe tind 


eptionist Helen Harringtor 


Ink int In order. it puts teeth 
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In Selling Supplies .. . 


4 Friendliness C 


SALESMAN doesn’t make a sale 
every time he makes a call— 
but he does make an impres- 

sion. And good, bad, or indifferent, 
that impression will help determine 
how many sales the salesman eventu- 
ally makes. 

Chis, in a nutshell, is the working 
philosophy of salesman Bryce Thomas 
of Southern States Supply Co., Inc 
Charlotte, N.¢ 

Calling on 
much personal advertising, 
You're flashing a 
more flash 


Impression 


customers 1s 

he 
message, and the 
it effectively, 


the 


you the 


can 


greater the on cus 
tomer 
@ Don’t Overdo It 


it does have to be 


he says, 


But 


eflective advertis- 
1] 
youll 


r\ 


dont forget, cal 


Otherwise end up about as 


commercials 


ing 
popular as a lot of 

customers 
off 


with 


and your 


shut you too 

Along 
Thomas 
“Just let 
he 


you go 


personal advertising 


] 1 ' 
believes, should go persist 


ence em know your're avail 


able, says, “and you do that every 
to see a cCuston 


h 


around 
know 
ind keep letting him know 
e Persistence Pays—As 

of 
Thomas 


custome! 


time 


er. Let him you can ly 


how persistence 


cites the case ol 


that is, 
fied with the other salesmen 


one who 


selling him while Thomas 


no 
(ry ine 


to get foot 


Thomas waited n 
for 


break ind 


TOGETHERNESS, |ik« 


inter P 71 
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ELECTRICAL 
sale) (-t-t-lilale| 


omes First 


great custome! 
‘His 
he wa i 

to 
dislikes’ thou 


when | 


be i 


I knew 


have, 


he'd 


Thomas credit 


to 


Was 


Says 


good and pric 


shopper. I needed one 


his selling ‘likes’ o1 rf 
and | felt I had it 
liked things done in 


hat,’ 


found 


} 


he hurr 


he continues turned o 
to be right. One day he wanted 
it Tast 


supplier 


Wali 


heate! and he wanted BC 


cause his regula couldn't 


guarantee day service, he ‘Em Posted 


to 


same 
kily, | 


Sery 


} 
l 


® keep 


able t 
That 


doo! 


Luc Was 
day 
be my toot 


oft that 


this mans or 


me 
turned 


Now 


getting 


Same ice ossibk 


in-the 
orde! I'm 
And 


his check 


result 
lers when the 
month comes 
there 

e Counter lhon 


SIA c 


Experience 


been on road tor 


started warehouse two 


had 


belo! 


and extensis 


prior to 
countel rvice Devin 


Campaign 


© Social Sidk 


| 


Parting Thought 








OBJECTIVE: To Capitol Light, it 
was apparent that specialized light- 
ing information must be made avail- 
able to the engineer and architect 


to stimulate sales. 


METHOD: A “Lighting Specifier” 
was compiled by the firm for engi- 
neers and architects, which could 
be used as a single source of specifi- 
cations and technical data. After 
an introductory meeting, salesmen 
followed up with special deliveries 


of the specifier-tailored catalogs. 


FIRST STEP 
a ft ittend 


t De ntr 


Cultivating the Lighting 





THE COVER of ¢! 


38 


who influence the sale of lighting—particularly con- 


['. increasingly important to cultivate the people 
sulting engineers and architects—one distributor in 
Hartford, Conn., has discovered 

And that is just what Arnold Cartin, general manager 
of Capitol Light & Supply Co., is now do 
newly-created “Lighting Specifier 

Basically, the manual, compiled by Cartin over a 


with his 


period of about two years, IS a complete single source 
of lighting specifications. It contains most technical data 
needed by engineers in writing specifications and is a 
handy reference for any questions which may arise 
Che lighting business has become highly specialized 
in recent years,” Cartin says. “It’s almost impossible for 
the distributor to make money when he conducts this 
phase on a ‘normal’ basis. The distributor must also be- 
come specialized, in a sense, and be able to provide 
technical data at the right time to the right people.” 
e Catalog is Key As a 
manager! began looking for commercial, industrial and 


prelude to his plan, the general 


residential lines on an exclusive or semi-exclusive basis 
lhis was about two years ago. At about the same time, 
Cartin started to compile the “Lighting Specifier,” with 
the idea to provide the simplest yet most complete 
source of specifications for the engineer and architect. 

Contained in the lighting manual is complete data 
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THIRD STEP 


Specifiers 


concerning incandescent, fluorescent and mercury 
lighting; complete data pertaining to lighting standards 
emergency lighting, and technical information 
Related material conce! ventilating and f 
equipment intercom s\ medicine cabinets and 
vater coolers, for which specifications are included 
The manual ts completely indexed, and is master 
tabbed by sections and alphabetical listings 
We teel that this approach 
1d «untried Cartin 
ivallable this mar 
engineer with information 
make selections trom one 
through literature from sev ! 
e Manual Explained rtin believe hat most dis 
ributors do not realize ul I tance of the 
engineer and architect in influencing » sale of light 
ng through specifications. To introduce the manual 
Cartin invited persons in the area involved in specifi 
cations of lighting equipment attend a dinner 
which the manual was to 
Vere the Wives Ol the 
During the evening, onh 
in explanation of the ighting Specifier 
} Te | 


showed color slides of the manual and briefl explained 


its purpose and just how it could be put to beneficial 


February, 1959—ELECTRICAL WHOLESALING 


SECOND STEP 


#¢ 


By Robert S. Bush 


SC Aho it 
function 

C artin | 
compiling the 
ind including 
version is ol 
thick. One « 
believed N ( 
e Personal Distribution 
UI 


rn . | 
POSE Ol 


follow th 


ves will 

italog 
out spec 
Althoug! 


rine ( 


pecome 


benefit 








Why Parr's Salesmen THINK 


Here's how one distributor got his sales- 
men to stop ‘thinking at the barrier.’ Now 
they now know what they're going to talk 


about—a week in advance. 





by Herb Cavanaugh 


HAT AM I going to tell this guy?” Plenty of 


distributor salesmen experience tortuous self 





this kind and it usually pops 


ip when } ive vir hand on the customer's front 
doo! It ht happen when they re seated beside the 
autiou in iting buyel esk when the usual 
menities \ take C ind the familiar con 
ition has ttled he y on both salesman and 
Salesman 
NOTHING IN THE WORLD CAN TAKE 
THE PLACE OF PERSISTENCE 


n fre him. He decides 
Ihe tumbling salesman gets AUTHOR, 


moment ol g 


How It Works 


The booklet is up like a men dum pad (see 


Parr Electric Co., Inc., Newark, N.J., claims the ( chart on opposite page), with the proy d ls tor the 


d iring spur-of-the-moment ext week On One page and the actual calls that have 


A years back when been made that week on the facing pag Beneath each 
from a “brain picking proposed call is space for the subject be discussed 
» Course), mulling ove! vhen that call is made. It could be any ng in the line 


the remarkably small of business: service. trouble. line 
distributor salesman ® Salesmen Conference—On Friday, a ynference with 
ent NAED sales each salesman is held and the proposed calls he has 
backbone made up the night before are looked ove [hey don't 


distributors, borrowed discuss cach one, but mav discuss a ( ill a sub 


tga 


from. the Ipplire nd wv hed other salesmen work ject The point of this,” Parr explains 
When it finall | | Cul ol is a Vest pocket Me have an idea about a better subject nstc 
n. X s-in. bookl ( med to eliminate “thinking a iddition to—the one the salesman has written down 
the barrier oO gi the distributor salesmen ; It may be more worth his while. Another advantage of 
Gchinite tn t ! ) customer and topic sched going over these proposed calls is that they may remind 
ule tor the « 1 elling week me of something that I had forgotten to tell the salesmen.’ 
e the Nee Wal rl (plait something e Actual Calls—At the same time they're going ove! 
that would helr n sma make better use of his the proposed calls, Sales Manager Parr and his salesman 
valuable tin ) thing that would organize him and 10 over the week’s outstanding quotations and orders 
ret him to dk " t jot I alesman needs to know eceived actual calls that have been written down 
what he » to talk abou t makes him think about Again, in this re-hash, the purpose is to give the salesman 
the custom ne nd him to step up and hit a better ideas for the future You cant drive a man to 
bulls-eye uccess, and it’s questionable vhether or not you can 
Theoret dik Hly \ ile pl ire one ead him to it, but you can give him something that will 


tf these boo t hursda\ oh a l isure..” motivate that’s when he'll drive or lead himself 
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Before They Make a Call 





Wednesday Proposed 


AS Electuc, 
Prats -electuc Contvola— 





Wednesday Actual 





‘omm, Rush Dalivany on Suntchsa_ 





C+D WM. 


Cetunn of Suntchoa_ 





EEG Electuc 

wive Qustationa—_ 
HT Cantractors 
see abaut cr edut— 





2 XYZ Co. 

mm. Had lighting Ovabslevw 
E.G. Glectuc 

nm GZava Wen evices — he onli let — 
HL Cantvacters 
asked fex extension 


t(weur tr:. 





Jao kK MFR. 

Pvomniy Suntcrsc— 
L-M-N Taactic 

See aleout Spaciol Faw 
Ose Meg. 

Complamtl on tao _ 
GR Contvacto— 

mortst Contvel evices 
StT M5. 

_ Subj WINING Trougho—. _ 














INSIDE the booklet 
(see above exampie) t 


Not A Check-Up 


We have never used check-up system on a sales 


man. If he isn’t calling. it shows up on the business 
thermometer anyway. Besides, making out call reports 
and keeping a card-index is too much paper work. The 
problem isn’t how much the salesman is working—it’s 
how well. That’s the idea behind this booklet. It’s to get 
the salesman to think. If it has a monitoring effect. well 
then that’s just a by-product of going over his work 

If you emphasize monitoring, vou'll get booklets that 
were filled out at break-neck speed during coffee breaks 
and other odd moments, just so they can turn in some 
thing for teacher But this is not like a school-kid 
turning in his marks. | don’t make the calls—he does. He 
has to realize that he must take Steps to ichieve his goal 
e No Pressure I haven't pressured them on filling 
out the proposed list of calls, taking a rather calculated 
laxity about it and trying to show what the true aim is 
By itself, its just a few pieces of lined paper, held to 
gether by a brown cardboard cover. It’s what the sales 


men make out of it that turns it into valuable tool 


The Aim 


“The aim is to make sure the salesman knows what 
he is going to talk about. He'll be more secure and will 
be better able to watch for openings. It makes the time 
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Je Mey 

Plam Gm blantet ardor 
l—- M—N Ttactuc 

Needs it Mm 13™ 

©.¥. MIke: 


Poor adhnesiom must ‘ee & 


pad ‘woatcn 
Q-R Com*tact*mne. 
avd ev 
S+T M<s5 

Cxactly usvrot We needs 


im wnasl 


he spends with the buyer more worthwhile. It 
him leave that mport t 
score When the requ 


thinking about 


Its shortcomings 


In the beginn 
iuse the thought 
to match the propo 
this booklet S not 
vhether or not 
i 


no difference at 


plans to make his calls 
da on his sche 

ifea All he has 

e Not Perfect 

not a 100 

sponded more 

that no on 

booklet IS 


the effort 











Small Distributor Says: 





‘Industrial 


Business 
ls the Best 


Foundation 


By Howard J. Emerson 


SINESS is the 


Or 


NDUSTRIAL B 
firmest foun the 

Vants to 
his market 
onditions 
one of the 
C\ san 
went into 

d and 
he pro 
ition 
and 


opers 
Vy 


partners 


ear - old 
build a 
make 
n the shifting 


ad t¢ 


vould 


supplic s dis 
company 
il] 


ac 


} 


out 


l in 
industrial mar- 
a ti 


m founda 


inding its 
ind con 
full mar 
suppliers 
st profitable 
inpowel 
portion ot 
is in indus 
ectrical con 
ndustrial main 
industrial 


tabilizing 


the 
tri main 
As 
yusiness showed 
th during e recent 


Smith d 


| ) | percent 


recession 
a drop in 
the 


iV 


rience 


olume ¢ lor 


fiscal vVhile the 
| supplies 
distril 5-30 


ulor 
percent 
Buck! 


Smit indus 


INDUSTRIAL SERVI 


rial plar nave 


tr ( 


Ti c 


trial a foundation for sev- 


eral 
+ 


DuUSINeSS as 
reasons: 
“Industrial offered a 


field in which the smaller supplies dis 
could hold competi 


business 
tributor his own 


tively—even have advantages 
the larger 
“It would enable us to have a 


sizeable percentage of our volume in 


some 
ove! houses 
. 
phase of the supplies business in 
and should con- 
Tor 


vhich there was still 
tinue to be—an adequate 
the experienced distributor 
* “The industrial field 
growth business in our market area. 
It evident right after the 
that Santa Clara County would 
of the heavily industrial- 
ireas in the Far West. In looking 
would be a stronger! 
profitable if 
effort on climb 


at 


pront 


Was a 


Was Wal 


ne most 
ized 
i he ad 


we felt we 


and a more one, 
ot 


that was 


Hirm, 
much 
Ing a ladder 
time 

“The relative steadiness of the 
business from industrial electrical con- 
tractors and the large industrial firms 
would help keep our firm on a more 
level keel when developed the 
construction and commercial markets, 
at their | 
trends 


put oul 


moving up 
the 
° 


we 


rest hy 


the 


which are affected 


seasonal weather and 
strikes 
Influenced en 


San Jose was a city of 95,280 people 


by those factors wih 
with three electrical supplies distrib 
Buckles-Smith and 


developed its industrial busi- 


utors, Slowly 
steadily 
ness and is now competitive, profitable 
and expanding in a 
te 160,314 people with nine electri 
cal wholesalers, including branches of 
the three chains. The reasons that led 
Buckles-Smith industrial 
as a founda- 


city now grown 


to 


speci 


develop 


ilty and 


business 
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CING CONTRAC 


TORS 


for the firm yroven out 
Buckles, Sr. explains 
e “We have been able to develop 
a large volume in industrial business 
while remaining a relatively small dis- 
tributor, and in spite of having several 
large wholesalers’ branches set up in 
San Jose. We have had the advantage 
2iVe ck an 
in serving the indus 
the manu- 
Because our 
We c 


thont 
itl t 


tion 
Mr 


nave all | 


1.1 . 2 
of being able to ql Service, 


absolute necessity 
trial 


lacturir 


large 
of 
in n 
retting 


contractors OIF 
size 


an 


plants 
flexible 


emergency order w 


12 


we are eel 


tan 
gled 
When an 


mainten 


industrial ac 


department 

ical equipment 
lot of 
If one machine is 
breakdown, it 


hundreds 


count con- 
ince 
pi f elect! 
there is 


ike 


electrical 


tractor OF 
wants a 
usually a 


in a rush 


money at t 
idled by 
may 
ol 


ing the pr 


an 


be costing the company 


dollars an hour as well as disrupt 
a whole de 
that 


minimum a 


1 
oduction flow in 


We have snown we can 


partment 
to a 


keep such losses 


‘phone call to 1 in minutes the 
needed equipment ts in the truck or a 
plant by 


the 
the 


us, ane 


rushed to one 


Il I he 


being 
st 
utorship, tl 


Cal 
of our distrib 
' 


le longer 1 take Io! 


proce ssed 


the 


this emergency orde 

And, 
industrial 
to to 


wholesaler for 1 


the 
1] ng 


relatively 


larger 


they 


surprisingly 
the 


il with a 


more seem 


be de small 
naintenance and small 
One reason, of 
of the 


poten 


construction needs 
that the 
firm makes ever 


tially a 


course, IS size 


rency 


costly so they 


more 


n 
a} 


preciate the quick s¢ we can give 


There’s another ison, too 


of the bi 


them 
many ggest industrials in our 
tional 


ilstaff 


con 


Brew 


bi inches of n 


Illinois, | 


are 


Owens 


irea 


cerns 


1959 












ing, Food Machinery, Lockheed, Ford 
IBM—and as a 
t} 


public relations they try to do business 


Moto! matter ol 
with locally 
Lhat 
community, not drawing it out 

e “We have found the industrial 
business to be as profitable as we ex- 
pected. That’s another reason we con- 
sider it a good foundation for the 
smaller distributor who wants to go on 


to develop his full market coverage. 


owned firms to emphasize 


they are putting money into the 


One reason it is more profitable is 


vecause it is still relatively clean busi 


ness. More than in any other field that 
Ln supplies wholesaler serves, the in 


dustrial customer puts a high value on 


and the experience which 


offers I he 


maintenance 


ihe service 





the distributor industrial 





' nt tory ' 
customel contractor OI 





cvepartment Wants good service at a 





from these char- 
market 


lly no bad debts to 


> t 
Profit comes, too 


cteristics of the industrial 


practica 


very seldom any 


each ve 
ong extension of credit necessary be 


cause most of the manufacturers pay 


as soon as the invoice clears. The con 


tractors doing a lot of industrial main 


tenance get their pay regularly, too, so 


wy ire able to take their discount 


As a result, this industrial business 
which is now the foundation on which 
we are building tull market coverag¢ 


requires us to have less money tied up 
in accounts receivable tor the amount 
1 volume handled, and we can turn 
the capital in that part 
" 


rapidly {tor a_ Dette! 


OVe! 
business more 
prohit 


Because we have this 


industrial 
base of operations, we 
have a better 


profit from the 


HNusiness aS a 






that we 


make 


ire finding 





chance to 
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commercia ind construction fields 








ihat we are developing. We can 

r . ] ' ] , .¥ 
re selective in selling, we can | 
| nmol ' ' j 
ge ou SUPT ers with a more ( ha 


coverage of the market without being 


for j t rey } ly r 
oreed tO Carry ODVIOUSI underfi 


nanced ‘curbstoners 

e “Many factors have proved to 
make the industrial market the 
of steady business that every distribu 
tor would like to have. Because it 


tied closely to 


type 


manulacturing | 
market for 


cduction, the maintenance 


supplies is on much ol a < 


pretty 





, , 
to day na veek to week routine 







i} eather, which makes residential 
na commercial building sucn i 
fluctuating market, has no effect on 


BACKSTOP 


industs 


Altho 


il production in this climate 
igh many p 


overs tor their vacation 








ods, there is quite a steady market 


electrical equi} 










ment that is used to hook in new 
machines and to rewire, relight « 
moderniz vhole dey tr nts 
large ire 

Even when there . i low ce 
n production, as during the ecenl 





recession, or during the winter in t 







od ocessing industry, many fi 
e the tim to make changes Ut 
the hav put fi be se Ul ‘ 
to interrupt production WI 
¢ pal OOoUs irc 
n d, eve he Management s] 
odernize or expand. If ther I 
poor market or the outlook 
1 2 
ood its likely that the factor 
require more maintenance supplies 


to keep the old equipn 
operating. Either way, it means ste 
business tor the supplies distributo ON-SPOT-AID 
know-how and the invent 


to serve th industrial 
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Industrial Foundation (cont.) 





What It Takes to Build Industrial Trade 





“ON CALL’ ] ind to | t 
ee BUILD its industrial business as 
a foundation for full market cov 
crage, the distributor must give his 
attention to several specific require- 
ments of this field R. W. Buckles, 


Buckles 


present 


Si During th X Veal 
Smith Co. worked toward its 


industrial supplies and equipment vol 


ume, management there paid close 
ittention to: 1. Inventory; 2. Deliv- 
ery; 3. Selling techniques; 4. Close- 


ness with manufacturers. 
e Inventory, 
adjusted to provide a ready stock of 


obviously, must be 


the most commonly-called for sup- 
plies and equipment—motors, moto! 
controls, portable cord, twist-type 
locking connectors, for example. But, 
says partner Jim Zimmerman, the in 
ventory change that must be made 

not as much in breadth or depth as 
it iS in quality ; I he industrial 


tuk 
models 


market want and won't 
the hardware or 

the distributor 
quality models of every line in stock,” 


an additional 


doesn t 


farm store 


have the top 


t 


must 


he states I his may mean 


outlay of ¢ ipital for the distributor, 


but as Buckles, Sr., has pointed out, 
the better margin on industrial sales 
makes this a profitable investment 

e Service already has been 


pointed out as the keystone in the 
structure of a distributorship being 
geared to serving the industrial con- 
tractor and large industrial plants. In 
addition to the standard practice at 
Buckles-Smith of 


handy—out 


sending someone 


whoever 1s immediately 


order needed in an emer 


with an 


aa 





tt ; f t 
H 

ency, the company leaves the home 

telephone numbers of its staff with 


customers At any hour of 


the night or on weekends, some mem- 


company is available to 


and open the warehouse 


to get a eeded maintenance item 

Iwo factors make this Service 
necessary. Some large industrials plan 
for their contractors or maintenance 


departments to handle routine repairs 


nd changeove 


week 


While 


1S is planned work and most supplies 
’ PI 


rs at night or on 


nds when the plant is idle 


re procured during regular business 
when the 
tinds 


been 


hours, there are times 


maintenance men or contractor 


that 


horgotten, or the 


item has 


Heeessaly 


come up 


SOME’ 
against 
in unforeseen problem requiring extra 
More off-hour 


come 


materials often, the 


will 


dS food 


needs from such industries 


processing which in season 


Operate on a 24-hour basis 

e Selling to the contractors who 
specialize in industrial work and to 
the large industry’s maintenance de- 


partments can't follow quite the same 


pattern set up for developing and 
maintaining general contractor bus! 
ness, says R W Buckles, Ir These 
factors need consideration 

1. “Outside selling must be more 


institutional type’ rather than 
an order.’ The 
salesman’s job is to sell 
and the in- 


dustrial purchasing agent on the serv- 


of the 


the normal ‘calling for 


distributor’s 
the industrial contractor 
ice his house can provide and show 


the value of local stocks of the elec- 


trical supplies and equipment most 
needed for these customers’ emer- 
gency and maintenance needs. 

“The contractors build up = small 
backlogs of needs for their industrial 
work—orders that could be picked 


up on a call. But most of 
his requirements come up on the job 


filled on a day to day 


regular 
and must be 


basis—so the distributor’s salesman 
established as 
the source of supply. And practically 
of the industrial’s mainte- 


go through the 


must have his house 


all needs 


nance department 


purchasing agent and are ordered as 
needed—seldom does the *P. A.’ hold 
an order for the next salesman to call 

2. “The salesman aiming at the in 


dustrial market must be ‘on call’ more 
than in serving other types of markets 
When he is established as the primary 
source of supplies and equipment he 
can expect the industrial 
or the 
on him 
selecting equipment to do a particular 


job. The salesman has to provide this 


contractor 
industrial’s engineers to call 


when they need advice in 


when it is needed not the 
he is scheduled to hit that 


help needed is product 


service 
next 
account I he 


time 


ipplication, not engineering 


3. “Inside selling is probably the 
most important key to keeping tndus- 
trial business,” says Buckles, Jr. Dur- 
ing the company’s development, this 
has been the responsibility of James 


Zimmerman who is continuing at this 


post aS a partner in the firm. “It is 


the ability of the inside man on the 


telephone to interpret the needs of 
industrials 


The 


very In- 


the contractors and the 


vhen they call in their orders 


salesmat have a 


inside must 
tensive Knowledge of electrical equip- 


When a 


and ts 
with an ac- 


application 


ment 
Cistributor is established 
phone call may explain the 


lea 


count a 
problem that has to be solved, 
ing it to the inside salesman to define 
exactly the product that will do the 
job. Of 


money in 


course, such confidence 1s 


the bank for the distributor 


when a contractor or industrial 
knows it can get that kind of assist 
ance trom man like Jim Zimmer- 


picking up the ‘phone, 
means 


man by just 


he will depend on it because it 


both labor saving and customer satis- 
faction for the contractor, and less 
time lost in making repairs at the 
industrial plant 

“Naturally, for the full develop 
ment of this industrial business there 


must be an even closer relationship 


the outside inside sales 


handling 


between and 
man than is 


regular 


needed in 


contractor business 
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With Old System... 





@ Stock losses — were 


many and frequent 


@® Errors — pricing, 


clerical, descriptive 


® Incorrect price sheets 


— were out of date 





With New System... 


@ Profit consciousness 






by countermen 


@ Reduction in errors, 
more efficient operation 


' % : 
‘\ 
\ 


@ Day-by-day sales, gross 


profit picture 


Op 


Inventory Control, Indeed 
— But Simple 


For Tools and Advantages of System ® 


By John Martin 
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Inventory Control (cont.) 


Getting A System 
Geared To A Goal 








FIER he decided that machine inventory control 
wus what his firm needed, President Bob Johan 
nesen of Johannesen Electric Co., Inc., decided to 
liad th em which would best serve the needs of his 
Csreensboro, N. ¢ operation 
First, he sited Fred Christie's Centralite Supply Co 
Newport News, Va where he noted that Christie 
vas effectively using a bookkeeping machine for tn 
ventory control 
Second, he declared himself open to suggestions by 
not only salesmen representing machine manufacturers 
ut by his firm of accountants and his credit and sales 
manager as well. (The system would embody the same 
National Cash Register general procedure as that used 
by Christ he emphasized) 
Third, he ultimately accepted a program which com 
ined the best ideas of “the team method 
This method stressed speed. It made possible times MANUAL that details | jure f nventory ntr 
ites of 4 mds per single transaction k ed by f Jot esen as a tant the k 
' - - ance 6 . netreinaues 
A \SSe it? r 71390 71 656 2852 2139 55 10 40 30 si 
more) :) 13 10.6 15.75 18 $0.70 5.06 15) 30 15 5 )i2aes Tus 
owes 713 713 1050 a0.7 1783 337 10 15 25 
a 3 a Gosp 











Inventory sales journal gives concise, composite profit picture 


MASTER FORM is the inventory sales journal (above), 


which is day-by-day account of what's bought, what's 


sold, for how much, by whom, etc. 

In nee, it is In many ways a reproduction of 
the invento ontrol ledger (next page) A major dif 
ference is that under “Description” on the form. needed 
tems—-tor th nefit of the purchasing agent—are in 
dicated 

Letter a 4 form above indicates an item's date 
of sule. “B” indicates the number of the salesman mak 
ing the sal ( the department (apparatus and sup 
plies, appliance, electronics) to which the salesman is at 
tached 

PD” refers to invoice numbe I indicates an “under 
minimum” figure, that is, a statistic that tells just how 
much short of t equired stock balance any particular 
46 


item falls. This, naturally, is the go-ahead to the pu 
chasing agent to order the required stock additions 

F’ indicates the cost of sales; “G the actual sales 
ind “H”™, net, delivered profit. (The zeroes upper right 
hand corner, incidentally, indicate only that the machine 
has been cleared for action) 

These master sheets follow. the Johannesen system 
ot departmentization. One is prepared each day tor ap 
paratus and supplies, appliances, and electronics 

The machine used at Johannesen Electric has the 
advantage supplied by a built-in calculator We chose 
it,” says the firm’s president, “because it automatically 
catches errors. If an operator punches the wrong key 
the machine just won't clear itself. Hence, the error 1s 
found and corrected immediately. Under the old sys 
tem, this simply wasn’t possible 
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INVENTORY CONTROL LEDGER \ 
wanusactumee «Sylvania seen 





REFERENCE rT ‘ . 


7/31/58) —~ (015) 
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Inventory control ledger is automatic guard against errors 


HEART of the new inventory control operation is the up talking to ount h the re 
inventory control ledger. (Note similarity between it and they've become rea ofit consck t vondert 
nventory sales journal, opposite page Red ink also pops up G te mber of 
In line with the departmentization principle, the items involved i ted. “I h 
form ts printed in different colors for apparatus and n red ink—although fo ferent credit 
supplies, appliance, and electronic sales customer's account, wl t 
Much of it, of course, corresponds precisely to the While the maching 
inventory sales journal, which is only a composite of other in the two-girl ¢ t \ 
inventory control ledgers Waiting cho 
A” indicates the date an item was ordered B coming shipment 
indicates the date the item was received. “¢ Indicate hecking on et! 
the purchase order number; and “D”, the manufactur Previousl said Johan h 
accounts payable number is department clerk och 
| indicates a_ loss W! in tem sold il records. This n fact S the tot itl | 
loss.” Johannesen says, “the f e pops up in red ink on for | 1] ‘ k 
nd one of our girls starts checking. She usuall ends How lon lid it tah I I {) 





12AB5 | Sylvania 
N N RR N Ab. ” 
~ 
+ i + + - + + 
} | 
+ + 











Count card simplifies and speeds up inventory-taking 


“COUNT” card (also called “inventory” or “IBM” card) n stock, ¢ 
is simple in form but a big aid to efficiency in ware- The same card ’ Bob J 
house operation. to take th 
While taking inventor stockmen and or counte! to come 
men list the date inventory was taken and their count A feat 
Ihe latter is then checked against th vt cards, which tivel nexp 
ire in the invento contro S | 
Because there one t these cards for eve iter ! vi ( f I 
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Inventory Control (cont.) 





Three-Steps In Error Reduction Push Profits 








COMPACTNESS 


48 


SURE, $10,000 is a lot of money,” says Bob Johan- 
nesen, “but obviously when you start overhauling your 
Whole inventory procedure you won't be profiting in 
peanuts. Frankly, I think it’s a sound investment.” 
The $10,000 that Johannesen is talking about is the 
sum it cost him to get the kind of inventory efficiency 
he’s always wanted. Of this total, approximately $8,000 
was spent for equipment; $2,000, for the services of a 
Greensboro accounting firm 
When you think of the total number of advantages 
that we've received as a direct result of our installa- 
tion of this system,” says the firm’s president, “it doesn't 
seem like much money at all 
The advantages, some of which have been detailed on 
preceding pages, are numerous. “On our master sheet 
we have, each day,” Johannesen enthuses, “a dollar in- 
ventory balance, a list of all items to be ordered, total 
sales figures, total cost of sales. And that, mind you, 
ill neatly broken down department by department 
Now, besides that,” he continues, “we don’t get 
merely a net price or a delivered price or a cost price 
we get a net, delivered, cost price And—as Johannesen 
might have added—you can’t hardly get that kind any 
more 
Gone—as completely as the human element will pet 
mit—are the bugaboos of mechanical errors and out of 
date price sheets. “Although I feel that people and mis- 
takes just naturally go together,’ Johannesen states, “I 
also feel that you can reduce errors easier than you can 
people 
In setting up the system, Johannesen and his ac 
countants prepared a procedural manual, which he feels 
would make it possible for an accountant to work up 
a similar system for other distributors at a nominal 
fee.” He says he'll personally answer any query 
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... Also an Office System, Here’s a... 


One-Step Billing Operation 


BP aT as caer ad vee 





THEN, clerk had t 


thr + ; 5 r r r rir ' y 
ic é é } 


ONE-STEP 
Grand Light 
New Haven, ¢ 
Savings to the 
for the 
procedure 
the 


single 


billing operation at 
& Supply Co., 
onn., is providing 
both and 
better 

This 


established 


addition 


company 
custome! 
has 


relatively 


service 

major been 
by minor 
machine 
to 
tinuous integrated billing forms 
the the billing 
machine, upon instigation of the clerk 
item 


Freight 


n de 


of a billing 


coupled with a changeovel con 


Under new system, 


iutomatically extends each and 


iccumulates the invoice total 
and sales tax ca 


charges, if any, 


typed in and automatically added 
e A Time-Loser The 
vas probably typical of the 
Office 


old system 
one used 
Manager 
After 


register, 


distributors,’ 
Ciarlelli 
written 


by most 
Ca 


Ore 


the 
it 
d then to a 


rmine Says 
ier the 
went to the pricing clerk an 
who extended 


Was on 
comptometer! operatol 
each item the 
and wrote the result in pencil 
“Then, in accumulate 
total for the bill, she had t 
extension back into the 
lator. And if freight charges 
tax were involved, thes« 


on order individually 


order to 
oO punch 
each calcu 
1 

ics 
to 


th 
t! 


or sa 
items had 


be punched in for inclusion in 


final total.” 
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har 


‘ 


Following this 
then forwarded 
Standard office ty 


bill, the 


tWOo-pa 


the typ 


the 
Ciarlelli 
the typist ha hand i add 1 onto 
tional ‘ 
sheets 


writer 


resses 

ocessing step Is 
steps shortened 
Lhe 
billing 
the 


tax 


' 


orders now 
ma 
entire 
ax, eXtra 
As a dou 


hen 


reves 
ble check th 
INVOICE [ goes 0 


ope! 


There is m 


tor who quickly checks 
need to extend 
as Was 
“As for 
the clerk 
uggle p: 
Ciarlelli 


continuous 


required previous! 
the 


has 


actual invok 


absolutely ni 
handle m 


Che 


pers OF 


hons adds 
using Torms 
leaved carbon 


neater bill prepared much faster 


paper pre-1 





Straight from the drawing board... 





Here's 


ot Design Trends 


an over-the-specifier's-shoulder 


look at some significant trends in elec- 


trical design in terms of the important 


changes they are making in your markets. 


Written especially for EW by our tech- 


nical consultant, Joseph F. 


McPartland, 


this article features pointed food-for- 


selling-thought and application highlights 


that can help you to stay "one-up" in the 


constantly growing competition for sales 


LECTRICAL DI 
dynar thing 


n nstantly 


SIGN 1S a 
Manufacturers 
their 


Improving 


produc nd developing new ones 


Design e1 ieecrs are finding more 


efficient ive, flexible ways to use 
these products in lighting and 


ind outdoor 


powel “< 
ing all buildings 


studying and 


areas nspect ir 

ruling on af requirements for 

electrical 
Elects 

ally demonstt 

the installation 


And ill of 


continu 
ingenuity in 
systems 
produces an 
market for 


lectrical dis 


expandin 
equipment 
tributor make 
The electri 
some of 


following potpourri of 
highli 


influences on the 


i] design trend thts 


the more important 


equipment market. It suggests areas 


look for 


indicates 


in Which the 


market 


i man can 
new otential ind 


new types of varatus and devices 


50 


COMMERCIAL 


+ r P nt 
+ 


which are 
e High Voltage 


This is one of the 


gaining last acceptance 

Inside Distribution 
most important 
trends in all types of electrical sys- 
tems. Originally developed for indus 
trial 4,160 


volts and other high voltages up to 


application, the use of 


15,000 volts is today commonly found 
and 
Suited to 

multi-build 

shopping 


n commercial buildings even 


schools. It is particularly 
such one-level layouts as 


ing schools and centers 
Even large motels and motor courts 
high voltage fot 

main primary 
witchboard to load center substations 
in outlying buildings 

The idea behind high voltage dis- 
simple: to carry large 
with the 
conductors and race 


are making use of 


distribution from = a 


tribution 1s 


blocks of electric power 


least amount of 
Power is a function of voltage 
current \ amount of 
can be relatively 


current or 


way 
times viven 
equal 10 a 


high 


powell 
low voltage times a 


current 
100 


000 watts. But so is 


high voltage times low 


For instance 0 volts times 
amps is 12 
12.000 volts times 


The higher 


amp 
the voltage of a circuit 


the less current its conductors must 
deliver a given amount of 


load And and 
the less the current the 


carry to 
power to a here’s 
the big point 
conductors must carry, the less the 
less the 
the size 


protect the 


size of the conductors, the 


pounds of copper and the less 


of any conduit used to 
conductors 
High voltage 


much popularity 


distribution is gaining 
among design engi 
excellent to as 
full line 
trans 


neers. Insulations are 


sure maximum safety. and a 
of switching, protection and 
former 
make 
efficient and practical method 
The trend is to carry high 
as close to the loads is 


thereby 


equipment is available to 


the use of high voltage a very 
voltage 
possible 


maximizing its advantages 
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Can Shape Your Sal 





of most 


And the 


erating advantages of 


important 
high voltage is 
voltage stability 
eliminating 


one op 
the high degree of 
it provides in the system 
many of the problems 
with voltage drop on long secondary 


associated 


feeders 
An interesting speculation can be 
far this high voltage 
fast it 
higher 
it 


made on how 
trend can be carried and how 
will expand. Remember, the 
the voltage gets and the closer 
the load, the nearer 
wireless distribution (an 
surdity, of course !!!??) 
But the trend to high 
shifting the cost of conductors from 
copper to insulation. And the rate of 
growth in electrical consumption must 
keep jumping to increase the use of 
aluminum, by golly) con 
high 


1S 
we 


ab 


carried to 


get to 


voltage 1S 


(Or 
if 
really develops 

e High Frequency 
Here’s something to 


coppel 


ductors voltage distribution 


Lighting— 


watch They 


February, 1959—ELECTRICAL WHOLESALING 











H 


HIGH FREQUENCY GENERATORS 


+ 


H 


; 


OUTDOOR 


me 


IGH VOLTAGE 


have proved you can get more ligh 


trom fluorescent lamps when you sup 
them current that 
ates higher than 60 

e.g., 400 cycles per second 
And a 


installations 


ply with alternates 
at I 


ond 


times a sec 
840) 


cps, or even higher number 


ol 


already 


very successful have 


been made. Frequency con 


electric 


are installed in an 
in the 

carried out to panelboard 
ply the lighting branch circuits 


In 


voltages 


verters 


i 


building and | 


feeders al 


room 


s which su 


these applications, higher 


(up to 600 volts) 


to provide the same type of 
transter as de 


stable power 


above for voltages above 600. | 


virtually eliminated 
ol 
the size ¢ 
These 
conventional 
the heat load 
} 


imposed on the iT 


hav e been 
the 


ibout 


losses 
through small capac 


(units 


use 
| 
cigarettes ) units 


Space than illasts 


greatly reduce 
normally 
ditioning system 


Is 


by coll tvpe Pal 


CONTINUED 








Hot Design Trends (cont.} 


“More Aluminum Conduit Will Be Used’ 





different 
systems 
LOO.000 


00,000-amps) 


current 
Through 
a very 
must ne 
particular 


uit intel 


present 
prob 

Thi tv] 
fault cur 
le of cur 
current 


value of 


ALUMINUM 


th rigid té 


vhich the supply system is capable 
character 


fact that 


\nd this ts an important 


Stic over and above the 
the current 


With 


conductors 


iS Safely opened 

the circuit 
equipment on the 
fuse and the supply 
fault are 
protected against excessive let through 
which is the current that 
through the circuit from the 


the fault occurs until the device 


such protection, 


and 
ad side of the 


ide of any short circuit 


current 
vill flow 


pens the circuit 


\ protective device may be able 


to safely interrupt a given value of 


short cicuit current, but may not do 


it fast enough to prevent damage to 
the equipment which happens to be in 
eries with the short across the supply 


Speed of fault interruption ts 


circuit 


therefore, as important as safety 


Because of the foregoing, selection 
otective devices for short circuit 
carefully 


verload must be 


based on the 
istics of the 
curves for the device which show 
takes a 


open for any 


time-current character 


devices. This is a set of 
how 
device to 
current 
current 


leng it protective 


viven value ot 
in excess Of its continuous 
inryving rating 


The 


essential to providing a 


time-current curves are also 


very desirable 


characteristic of modern protection 


known as “selective coord 
That tricky 
to define the condition of protection 
in which the 


fault 


vhich ts 


nation phrase is used 


in an electrical system 


protective device nearest to a 





isolate only the faulted 
section. In only the 
faulted circuit or feeder is interrupted 
without affecting the rest of the sys- 
[his is particularly important in 


will open to 


such a case, 


tem 
the case of main service protection 
fault on a 
the feeder 


and feeder protection A 


single feeder should 


protection but not the 


open 
main service 
| 


protection which would disconnect 


building from its supply 
breakers 
their 


the whole 
Modern fuses and circuit 
protection, but 


offer excellent 


ipplication must be carefully engi 
neered tor maximum effectiveness 
® Aluminum Conduit—A 


change in the cost of aluminum con 


recent 


has brought it within competitive 
steel And from 
studies of the application of aluminum 


cuit 
range of conduit 
conduit, it can be shown that in sizes 


114-in. and up aluminum conduit is 
more il than steel 

Although the 
about 20 
there 
in the man-hours required for 


conduit 


economic 
aluminum conduit 


itself is more expensive 
is a substantial saving 


instal 


than steel 
lation of aluminum conduit compared 

ith steel 
lighter. In 
do the lifting and installing where two 
men would be required to do the same 
And the light 
mini 


Aluminum conduit is much 


many One man Can 


asses, 


job with steel conduit 


weight of aluminum conduit 
mizes 
Stull 


num 


support requirements 


another advantage of alumi 


conduit is its resistance to 


weather and many type corrosion 


which would rule out steel conduit 
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23 
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Rewarding Reps and Agents 


N RECOGNIZING tl m t ( ipply 
of the manufacturer eC] t Inc first 
tive and agent to the distributor equipment 
Farrell-Argast Electric 
apolis presented 
>4 to members of these 
who had contributed 
service and support of the compan Associates 
during 1958 livisions 
Io a larg ¢ ‘ni ‘ Goldschm 
tween the manufactur i s Hadley 
tributor is done o {1 persona honorable 
Sales Manager 
revast Says [he tvp 
between these two 
tant, and there 
public relations hers 
e Nominations Made 
Farrell-Argast parti 
lections. Each was asked make t 
selections from each classificats 
basing the choices on assistance 
motion and development of the 
man’s products in relation to the © Idea 
fits obtained by the distributor and thinking 


his personnel mphasizes 


I hese selections aul 
came the nominees | 
were made by the executive 
mittee of Farrell-Argast 
[he winners last 
ire Ernie Lester. Pass & Sc 


Inc., first place in the apparatus 
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The Manufacturers Man — 
As Viewed by a Distributor 


The manufacturer's agent and the factory salesman are important factors in the 
marketing process. But what is their real role? What are their good and bad 
points? How might they do a better job? As seen by an electrical distributor, 
here are some sharply-focused views on these subjects. The eyes and words are 


those of Wallace P. Covington, of Ace Electric Supply Co., Jacksonville, Fla.* 


] 


George Albiez at the 1958 manufacturer's plant or plants. He 


full-func speech ol 
be at a disadvantage due to his 


manufac NAED convention in San Francisco” may 
yurpose of an) and which was reprinted in the July having come from another geograph 
WHOLESALING _ ical section of the country and thereby 


i by that man issue Of ELECTRICAL 
having to start from scratch on learn 


me to obtain (P. 53). It is my opinion that we 
remove about 99% ing the area and the 
we receive from his products within that area. He Is 
well-versed in his manu- 
policies and can in 


ind perform my tunction as would immediately customers for 
ibutor of that manufacturer. We, of the = criticism 
become a partnership, a agents and manufacturers if we would — usually fairly 
perform our functions as outlined in facturer’s selling 
vhen the distributor or these tenets. I think that in the spirit terpret ind apply them satisfactorily 
the manutacturer strays of fair play we should examine out at the local level 
yperations to see how e Weakness—I think his greatest 


conception that troubles own distributing « 
possibility for a weakness is that due 


In this hopper called troubles we are doing before we take the ini 
to the fact that most factory men are 
nts stocks, selling direct, quoting — pliers and their agents are doing in the field for the larger manu 

facturers, he may tend to feel that the 


> can throw all the traditional gripes tiative in criticizing what our sup 


of age 
unauthorized discounts, adding new 
distributors without pri consultation electrical distributor is an unnecessary 
Good and Bad Points factor in our economic life and should 


handling competing ‘. no ware 
This man may def 


fo get on with the subject and to be dispensed with 


Pleas note be specific in my suggestions, let’s  initely need educating as to why an 


distributor, spreading his 


HOUSE STOK 

e Fair Play First 
that I mentioned full-functioning dis take the factory man and the manu electrical 
tributor. I call your attention to the  facturer’s agent and discuss the good costs over the distribution of many 


evised Tenets of the Electrical Dts and bad points of each. as seen lines, can 


tributor vhich first appeared in the through the eyes of an electrical dis market cheaper than they could do it 


get his factory’s goods to 


tributor themselves. In fairness to him, this 


Ihe ftactory man is usually well feeling may 
training as a student when 


have arisen due to his 


versed in his product knowledge hay previous 


nv only one manufacturer's line to he was in an atmosphere ot large 


manufacturing plants, with emphasis 


sell and frequently being a graduate 
production know 


student of a training course at the on technical and 
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rather than how to market 


the products in all the areas of our 


how, on 
country 

[he manufacturer’s agent may be a 
recently appointed agent and in many 
may know less about the manu 
lacturers product than some of the 
men. Furthermore 
he may have no conception of the man 
ufacturer s i 
policy exists. Or he may chose to ap 
that at 
hardly 


Cases 


distributor’s own 


selling policy. such a 
ply his own interpretation 


point of 


Te) 
the application it is 
recognizable 

On the 
long-term 
an 
raphy, and personal contacts with po- 
tential As to his ability to 
cooperate with the distributors in the 
it 
ot 


come into being, 


he be a 
the 


inuumate knowledge of the geog 


other hand, may 


resident of area with 


customers 


area be said that this is where 


lot 


can 


legitimate distributor 


gripes 
for cooperation can 
vary trom very good to very bad and 
any place between those two points 

e Keep Lines Compatible—First. | 
feel that an agent handling more than 
One line should restrict himself to line 
that tall to 
effort required 
By 
utility 
with a 


into a similar category as 
to promote the 
a line primarily for a 


S not very compatible 


sale 
this means 
account 
sold through elec 


line usually 


trical contractors. Some lines, such as 

work 
Others 
and 


tor 


lighting, 
with 


require specification 
architects and 
for 


electricians 


engineers 
contractors 
\ ery 


distributors 


are primarily 


plant few are 


elect and vet there 
feel that them 
function is to sell to the elec 
this 


5 I 


rical 


are many who 
primary 


been 


agents 


and 
their jol 


distributor 


{ric once 


ccomplished s fin 
ished 


shou 


ilso feel, personally, that agent 
ld 
and concern himself with doing 
lines, rather tha 
irket | | 


everybody 


an 


restrict himself to a few lines 


a good 
those n trying 


the 
and 


job on 
esenting 
Some 
in 


to 
everything 
the 


m 


corne! Vv rey 
ol 
the 


have been most successful be 


finest agency Operations 


ountry 


c 


they have restricted themselves 


cause 
to 
i¢ 


h 


fortune by doing a 


a limited number of lines and, yet, 


ive brought themselves fame and 


superior job 


Bad Practices 


the 


But le 


practices 


of 


some 


t's just mention some 
that ol 
igency Operations which do a serious 
They pretty 


Here 


are typical 


disservice to our industry 
much fall into the same pattern 
they are 

e Duplicating — the 
function by maintaining 
stock 
ognized distributors willing and a 
to carry a stock 

e Selling non-authorized 
tributors when the policies of the very 


distributor's 
an agent's 
rec 
} 


in a town where there are 


le 


to dis- 
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1 am when 
actually 
uple distr 


dilferencs 


manufacturers they represent prohibit 
such 

e Selling to brokers 
cannot quality 
electrical wholesale distributor, thereby hold tr 
creating unfair competition for the should 
legitimate distributor this of 
brokers and the 


advantages dis 


a practice. 


ikes | 


will 


and 
legitimat 


jobbers 


who as a ie 


ue fk il I clions 
be basically 
his distributors 
Better Acquainted 
ik know tl 
One 


Because of 
all 


the 


jobbers have ol e Get 


and none ol sirable to get to 1K 


the 
maintaining 


advantages of legitimate dist! alesmen intimately “\ 


butor, such delivery together 
trucks, 
force, 
ticularly 


e Loosely 


as 


ollice and sales 


warehouse 


credit department, taxes 
inventory tax) 

interpreting 
turer's selling policies or twisting the — i 
fit the ! Ih 


Dest distribul 


(pal 


j 
ana sO on 


manufac- 
facts so the policy will in ve ob 
vidual circumstance 

e Where an agent has multiple 
distribution on a line, encouraging 
uneconomic sales policies among his 
own distributors on a job, supposedly 
to meet competition, with the end re 
that the 
commision tor his 
than his distributor can make 
Something is wrong 


sult agent is paid a large! 


the sale by manu 
facture! 
on the same sale 
an agent with a small operation 
rhead risk 
lects 7 ( commission on 
sales that a distributor makes 

Again of tau 
into can oni 


brought 


when 


and ove ind no credit col 


yr «LO 


the same 


p 


rit 
I 


distributors have 


or less my sf] Foy 


lay and 
dd that 


lot of 


comes peeing 
the 
this condition 


pon themselves 


Establishing Good Relations 
ick 


purpose ola 


cards, 


1. Going over the stock 


h; Ch 


to 


factory 


CGromng 
that the 
manutacture! { 
In mak 
il 


now my premis 

OI 
his 
think it 


tn 


man 


ment 16 ‘ 


€ tO ASSIST 


distributor ing sa I 


ould be logic how 


best done 
Let's 
ently 


has 


SCOT 


issume the man only re 


np | t t} 
appeared on the trie 


b tr 


npeen 


c 


insferred by his factory 


een appointed as agent t 


represent the manutacturer in 


ticular trading art 


listributor wi 


ing ibout 


something 
plant are 


| 
Sales setup 


Next, I 
him to 


think 


lor he ntroduced t 


pe sing! 


ha 


tributor’s rsonnel, eithe 


meet Once he is 


the a 
to 


group ne 


gent on his ow 


to 


them is NOW 
ither 


the 


ina 


up him win appro 


to _m the dis 


manufac 


mailings 
the 


the 
from 


Checking 
tributor 
turer. A 


and become one of family or 


eventually wind condition of receives 


relat 


up 


ions, resulting in hi 


trained 
distributor 


placement or a new 
line 
Once he has met his distributor 


I think the 


plan his course of 


nis 
should the 
breaking u 


with the 


sonnel, agent n 


action 
this plan into what he will do 
ihutor will do alon 


distr ind what he 











New House Trends... 


presented on the following six pages illustrate 
three approaches to the problems involved when 


distributors move into new or larger facilities. 


On their travels throughout the country, EW 


editors have noted many different ideas in new 


construction and expansion. On this page, Glasco 
Electric’s new house is shown, designed for future 
expansion. A “dream house” at Electric Supply 
& Equipment Co. that was planned to avoid fu 


ture hea 
he president of Sacks Electrical Supply asks: 


ye 


OHO. 1 


Who Ne ‘ds a New House 


daches appears on page 58. And on page 
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jOftice 
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SHIPPING a: 


o the Future 


HEN Glasco Electric Co. moved its Kansas City, 
Mo., branch from an old multi-storied building into 
a new One-floor operation, the plans included facil 

ities for future expansion 
If additional space 1s needed, expansion can either be 
upward or outward. A unique process—which now is 
becoming more cOmmon—was used in the construction 


ot the building. This is called the “lift slab” process 





Slabs for the root are poured into 1OOx 100 tt torms 
on the concrete floor of the structure. When completely 
set, these slabs weigh 1,115,000 pounds each. Then, they 


are hoisted to the top of the building, where steel plates 


are welded into place to hold the slabs 

At Glasco, a second layer was placed Ove the first 
set. If future space is needed, this layer will automat 
ically serve as the floor for the second story 

In addition, ample space is now available for widening 
or lengthening the existing buildis 

Branch Manager Al Cohen has always been sold on 
one-floor operation. “This much space on one floor can 
present problems,” he says, “but with our methods « 


handling equipment, I think it will work out we 


3. ciTY COUNTER 


eparate wili-ca 
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N 


FROM 


New House Wears 





Well 


"Gosh, if we'd only done it differently,'’ is one comment you don't 
hear from B. F. Fogelman, whose Electric Equipment Supply Co.'s 
new house is minus the usual post-completion headaches. 


vho’s built 


1 new house has wound up 
econd uessIneg himself Once 
ompleted, a new building often 
poses a lot of problems that werent 
inticipated 
But with Electric Equipment & 
Supply = Ce ne operation in 
Greensboro, N. ¢ this has definitely 
Ot Deen the Cust We vanted to 
know exactly vhat w would be 
ettin tc owner P. R. Fogleman 
plain nd W did But it took 
Noth plannin ind Vailing 
e A Iwo-Year Wait I he $182,- 
OOO elect i distributing center 
opened officially on September 23, 
19 i full two. vears ifter the 
roperty on which it is situated was 


l Wall Ior 
the rivht ti savs Fo 


gleman 

nd, ul tht bid 
I hx \ ting ha iIpPpal ntly | aid 
olf; the 1 building hasn't caused a 
major head he to date We've got 
ill the room we need savs Fogle 
man nd were not troubled with a 
lack ol parking space Ol CI icked 

ills or anything else 
lo keep the building’s walls trom 
cracking, incidentally, Fogleman had 
two of the most up-to-date wall pre 
CT VALVE used re ithing steel, o1 


flexible steel supports; and expansion 


joint vhich are built right into the 
WW ill 

e Innovation We vere one of 
58 


the first buildings in the Greensboro 
area, says Fogleman, “to have 
breathing’ steel included in the con 


idea of Watson 
engineering firm here 
it certainly has 
(One illustration 


struction. It was the 
ind Hart, an 
in Greensboro, and 
worked well for us 
is shown on. the 


facing page) 


In sharp contrast to the new build 


ng with its many modern features 
was the previous Electric Equipment 
etup, which operated out of three 


scattered downtown buildings, which 


had the usual parking problems 

¢ loo Many Stops—With the three 
buildings, and with supplies spread 
out, the Electric Equipment truck 
driver often felt like he was at a 
buffet dinner. “The truck could un- 


load or pick up only part of its load 


it the main warehouse,” says Fogle- 
man, “and it was both frustrating 
and expensive when it had to go to 


one or both of the other warehouses.” 
But with the present, 


single-story 
operation 2 


25,000-sq ft of 


and its 


space—of this total, 3,000 is oflice 
space the rest, warehouse this 
problem naturally doesn’t exist. 

e Idea Sources—Many design ideas 
came from other distributors, “in 


addition Fogleman says, “to the 


NAED Warehousing Manual and 
ELECTRICAI WHOLESALING Maga- 
zine.” 

So felicitously did the planning 
work out, incidentally, that Fogle 


man reports he was “able to reduce 
employment and still do more busi- 
From the 


ness.’ 33 employees work- 


ing in his onetime multiple-location 


downtown business, the number has 
been cut to 29 

Advantages to employees comilort- 
Private 
salesmen enable them to talk quietly 


and 


wise are many offices for 


confidentially with customers 
otlice ma- 


which is not too loud anyway 


away from the sound of 


chinery 


because of acoustical ceilings. The 


building is air-conditioned summer 


and heated winter through a special- 


ly-designed system controlled by one 
set of ducts. 
e Fire Not Concern—tThreat of 


fire is negligible what with an auto- 
matic sprinkler system and an 
matic fire alarm which is plugged in 
on the other end to the city fire sta- 
tion. These systems have also cut the 
Electric Equipment 
substantially, says Fogleman 


auto- 


insurance rates 


Looking to the future 
sees even better 
Within an estimated 13-16 months, 
the highway beside his new 
building will be expanded frem two 


Fogleman 


and bigger things 


running 


to six lanes, and will provide easy 
access to both in-town and out-of- 


town customers. “We hope to have 
it all paid for within a few years,” 
Fogleman concludes, “and right now 
our chances of doing that look pretty 


good.” 
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FLEXIBLE SHELVES aid stocking FIRE ALARM SYSTEM is double insurance 
Warehouse manager Bill Holt adjusts shelf to desired height 
just by hanging the rew he holds in his right hand 
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Sol Sacks Asks... 


Who Needs 
A New 


House? 





te HI n talk all they want to about new houses, 
bu tuke this old one anytime 

aking is Sol Sacks president of Sacks Elec 

trical Supply Akron. Ohio, who two - and -a - half 
d and scattered downtown 


i multi-story, 52.000-sq ft 


former manufactu lding 
e Happy Move re Way Sacks looks at it, the move 
cou I ee Ofitable. “We think it's the 


mal t th ( have done he says. “But first, 


| should mention the fact that we did originally plan to 
lild a new hous Like most people we felt a new 


house would be better than a used house—yjust as a new 

better than a used ¢ 
But tl emphasizes as like finding a Rolls 
Rovce th hardl in mileage on it. What a break! 
indidly that “if we attempted to dupli 
building today (its 30 years old), we could 
i bout $1.300,000. Yet our expenditure 

ime t i bout one-third of that.” 

e Rock 


yuldin this distributor feels, makes it about as durable 


And the poured concrete construction of the 


It'll probably still be around,” he com 

new building we could have built 
ouldn't 

Surprisingly, th 


ct that Sacks now operates on 


three \ not only not disconcerting to management 
but is, instead, looked on as being definitely to the good 
e Split Level—Why? “Well,” Sacks answers, “first of all 


ur appliance division is on the first level of our split 


fa 
Iy 
| 


mn so that, strictly speaking, we operate 

That is to say that when ipparatus and 

ymers walk in the side entrance of our build 

to the counter, theyre not climbing any 
an elevator 

i freight elevator standard for almost 

m of more than one floor Sacks has a 

trikingly large proportions. It travels, like 

rpent, from the upstairs (or stocking) level 

fit or counter) floor, past the counter and 

ght out onto the loading dock where it carries supplies 

ilmost to the tail-gates of Sacks trucks 
comments Sacks And 
continues, “this method is a real 


Its a boon and a blessing 
Strange as it 
tLime-savel 
e Offers Speed Why 
operation. Why? Well, if the building were still a manu 


much taster than a one-story 


facturing Operation, supplies would be moving out. Then, 
sure, itd be fas to have everything on one floor 
But with our position,” he explains, “where it’s a 
case Of the worker coming to the work rather than vice 
Vers erent. What | mean is, our counterman 
might 1V¢ » walk 400 feet, whereas with this system 
he can call the stocking area, have them send down 


the supple ind \ i {< Cave his work 7 


60 


And Cites These 





COST—omly5 of urhat i+ woulh 
avd Coet +o duplicate building. 


ACCES SIBILITY— viqkht next 
+a Freeways big Parking iat. 


Sacks thinks the one-floor operation might work very 
well with a smaller operation but “can't see it” for a 
large distributor. “Of course,” he cautions, “you can’t 
have too many floors. That, I suppose, would be the 
worst of all possible combinations 
e Low Insurance Rates—Apart from these advantages, 
Sacks is especially high on one other. “Besides the dura- 
bility of a building like this one,” he says, “there is the 
attendant advantage of low insurance rates. It may seem 
like a remarkable figure, but we are paying only one- 
sixteenth of our former rate, and stock and building are 
now under one classification—something that previously 
wasn't possible because of our spread-out location, or I 
should say, locations.” 

One other major advantage which Sacks is high on, 
is parking space and access to an Akron freeway. “Park 
ng is one problem which any downtown distributor must 
cope with,” says Sacks, “and we found the best way to 
cope with it was to move out where there was some 
room.” 

While the room outside the building works to customer 
idvantage, so does the room inside work to distributor 
advantage. “Even if we increased our volume by 40%,’ 
says Sacks, “we wouldn’t have to increase the total num 
ber of employees. That’s because our setup enables each 
employee to be used to best advantage. There’s no crowd- 
ing, but there is coordination 

“Even when we first came out here,” he continues, 
“we did not have to materially expand the number of 
employees because, while we have a little more space 
here, we have a lot more efficiency 
¢ Office Ample 


Sacks office which gives the impression of being roughly 


Another example of space is the new 
of ballroom proportions. “It only stands to reason,” says 
the president, “that you can function better in a spacious 
office than you can in a crackerbox. And naturally, the 
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Reasons Why ... : i Ouse 













TRENDS 


INSURANCE — only 7 OF HH 
cost at pvevious building: 






HAND 
witH ¢£ 


















SPACE— 52,000 Sq.Ft. arranged 
+o Permit seeedy Nandling- 











office staff likes it a lot better too 


Sacks feels that his volume would be up (or so stated 







in late 1958) were it not tor “economic conditions Hy 






considers the situation an Abnormal and freakish thing 


and when interviewed said he looked torward to the nor 







mal business conditions which would afford him a com 





parison between the volume his business is doing at 






present—now that it's had a couple of years to get roll 






ing—and what it did when its location was multiple 


While the building itself is not new, many of the ide: 
incorporated in it are. Newly arrived on the scene, s 










Sacks, are a lighting engineering man, a couple of motor 






control “pros,” and a special machine which engraves 
nameplates with special designations (e.g hoist” oF 
half-hoist.” “on, off etc to be used on apparatus) 






1 addition, there is a sprinkler system That's one 


item, savs Sacks, “that has contributed substantially to 






the tremendous reduction in insurance rates. From that 





aspect alone, a sprinkler system can be said to just about 






pay for itself, whether or not it ever puts Out a fire 
e More Work Than Work—Outside of loudspeakers in 


the stocking area, and twelve diffusely distributed squawk 






boxes, the new Sacks operation does not reflect any ob 





sessive devotion to mechanical contrivances You can 






t 


get so ‘efficient’.” says Sacks that you never get any 





thing done. The machines get to be more work than the 
work. We've found that our present mechanical aids ar¢ 






all we need—at the present time, at any rate 
Philosophizing, Sacks adds this parting thought. “There 





is One reason for a distributor's existence—to be usetul 





to his trade. To do this, he must stock adequately: he 





must render good service; and he must supply intelligent 





answers to his customers’ questions. Inasmuch as_ the 





building is the vehicle for this activity, its important to 
have a good one. In that respect, we cant complain 


bit.’ 








one 
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February, 


reported on lighting discounts and markups 


eee 


a Ue 


You've Got To ae a 














| 
SURVEY 


Lets Sell Lighting with Honest Prices 


B 


DISTRIBUTOR 


Now a Manufacturer Studies 


The Lighting Pricing Scene 


Recently, the John C. Virden Co. surveyed its distributors on 


their opinions of markups and discounts on residential lighting 
fixtures. The manufacturer asked EW editors if they would be 


interested in publishing the results. We were, and here they are. 


ONEUSION over markups and discounts of residential 
lighting fixtures is still very much in evidence, as 
n from the results of a survey of distributors by 
ng manufacturer last September! 
ittempt to find the basis for establishing a uni 
ne-markup system, the John C. Virden Co 
vhich pret the two-time markup category—matled 
questionnaires to its) distributors They were asked to 
elect the schedule they felt would best serve their needs 
Returns amounted to about 65 
Ihe manufacturer says that although the solution to 
the existing confusion did not come with the survey re 
POnse lid stimulate thinking and started the ball 
rolling wu right direction 
General the survey showed that the trend in mark 
nward. Specifically, the largest number of 
distributors 50 


ups is. d 
indicated they 
?.5-time markup. Next: 20° fa 
i\ ind 15 

time mia ecaus this 


ft those replying 
vere in favor of the 
vored ? favored 3 and 4 
difference of Opinion 
(next ( t ppa t to the manufacturer that it 
was not a et switch to a one-markup system 


In asking di to select a common markup 


plan, the manufacturer listed four be 

1. All distributors would be using tl same resale 
sheets; business would be obtained on the basis of repu 
tation for service and integrity——not price or discount 
vhich would result in improve¢ 

2. The manufacturer would be able 1 nore actively 
promote his wholesaler through national advertising 
rade shows and back-up work without being in che posi 


? 


tion of not Knowing the price to quote or list to give 
3. Resale prices often would | 


enabling the 
distributor to compete with retail and mail order houses 

4. Cooperative advertising money would be made avail 
ble when the manufacturer was sure advertised prices 
vould compete with direct buyers and sellers 

Although the results were not conclusive, the lighting 
manufacturer believes that during the next three years 
more and more distributors will take steps to price home 
lighting realistically. This will be brought about by lower- 
ing the markup from their cost, reducing the trade 
discounts, culting commissions to customers and eliminat 
ng discounts to consumers. In this way, the manufacturer 
says, the distributor can compete better, price realistically 
nd realize more profits 
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Some Distributor Replies on Markups 


We have thought a lot about lowering list prices 
if the industry would get together, we certainly would 
be more than happy to join. But if one wholesaler 
has a 40% discount, we feel contractors would head 
to that source 


+ 


List price only—based on a 2.25 markup, discount 


to be 3314¢ regardless of quantity 
We are unable to use any fixture line that pro 


vides less than a 2.5 markup. This means that if you 


i= 
cnange to less, you may lose us as a custome! 


to make it worth 
while for our customers to sell. Each area should 
decide for itself what is best to meet competition. 


We use the 2.5 markup less 40 


We use a 3-time markup. However, we find that 
todays price lists must be brought down since we 
have competition from other types of outlets which 
show lighting fixtures. We would welcome a unive! 
sal markup and discount system and would be most 
happy to cooperate with your firm to the fullest 


No preference—will accept anything that is suit 


able with factory 


We feel strongly that the basis for pricing should 
be left to the discretion of the distributor. We are best 
qualified to know what type of pricing is best suited 
to our individual operation. Therefore, we desire 3 
time markup sheets, and set up our own discount 
chedule based cn our own past experience, not that 
of others 


. 


We prefer 2.5, but would not argue too much about 
the change to 2.0 markup. Big difficulty is with othe 
manufacturers. Are they going along with this think 
ing? By and large, it is a more realistic pricing method 
and should produce good results. 


Our preference is for the 2-time markup. Ws 


co along with the majority 


Congratulations! We hope you get the job done 


>” 


While we have been using a 2.22 and a 2.5 markup 


decide » 


we will go along with whatever the majority 


The 2.5 system is the standard discount on which 


most manufacturers are working. I believe it is most 
desirable 
I feel the situation is coming 
little too soon 
The 2.22 is good. You are moving in the right 
direction, but we could only take one step at a time. 
) 


The jump from 2.5 to 2.0 would be too hard for us to 


sell at once. We'll go with your decision, however! 
We think your time markup is a good ide 

freight rates are same to all distributors or if 

adjust your costs so you will pay freight. We pretfet 


the 3-time markup 


mutual 


interest 


Howeve 


think other distributors would ever! 


Firmly believe our 


served with a time markup 


We are forced to use the 3-tim« 
some competitive retailers who 


high as a 40 discount. We theret ivi ) QIVE 


wide margin to give his ¢ 


the contractor iston 
discount. Your thinking is admirable, but unless this 
was done on an industry-wide basis, the schedule 
would fall apart quickly. With man 


petitors, this would be impossible 


} 


in indiscriminate basis, often s« 


direct 


In practically eve 
exposed to salesmen, he 
washed” with “discounts 
CONSCIOUS We believe tt 
room to give the consumer! 
our selection of the 3-time m 

We use the 2.5 markup on MXTUTS ! died 
here. I personally feel that you would be hurting 
yourselves greatly by any radical change until such 
time as other manufacturers likewise change their 
price structure, 


While we 
tne ive! 


markup 


After 43 ve 

the problems 

it lowering of lists 

agown ror 


ing point for everyon to chisel | 


them. If you want to establish a 2.5-time list (NO 
LOWER), all right, but let us take it from there. 


Ihe 2-time mark 
builder and to protect the 
rive the builder at least 


in additional If 


Show 
which 


another 


We are plagued with many local manufacturers 
who have set up the 3-time markup, and catalogs and 


price sheets go out on that basis. 


this type ol KC 


time 
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THE SALESMAN’S TECHNICAL NOTES No. 61 
STORAGE BATTERY CHARGING PROCESS 








4 storage battery converts chemical! erergy to electrica/ energy wher con- 
nected to an externa/ load The chernica/ energy +s restored by charg- 
7g, Chectrica/ errergy suppled by the charger 1s converted back fo 
chernica/ energy. This transter of energy /s shown by rhe ro/lowing Wa- 
prams, assurnng a battery with a S20719E Sead yegarive electrode, 
a2saAa herox1de Pos: tive electrode, and Sulphuric acid €/ec troly7e. 


Negat ve Pos/tive lCAarger-—* 
Load ¥ 
elec trode e/ectrode | t 
I 


Lead l 
SU/pha. o1 
depos? 


<=——— 
~~ 
~~ 





a 


J 


a — 
FULLY CHARGED DURING DISCHARGE DURING CHARGE 
he positive and nega7vive Deposit of lead sulphate Charger feeds curren? back 


e ty oles are Totally a¥- /s created or electrodes into positive electrode, break- 

ferent? jn chernuca/ Corpo Lvertiuial/y both are ING ap lead Sk, [pha te de- 
71017, CAUSING @ poi ten virtually abke, with a/- posits. Lfectrodes Finally 
tal aitfference yo exist ynost fro ve/lage AiF- return Jo therr origina/ chem- 
Sidhasinace Sherr. ference Letween Ther) (cal compos/tion 




















Mercury 
batlery 


Be 
ne 4. | i 


Charging Time <Sunittion rectifier 


CHARGING CHARACTERISTICS TRICKLE CHARGER may be bui/t into 


Mod tied constant voltage” or “faper” smal/ power supplies used for fire alarms, 
charging builds ap ce// yo/Tage caus emergency power, etc. Line voltage 1s reduced 
Wg jet eae reduction jn charging by transtormer and changed To Ac by yunc- 
current Normal charging Time tion rectitier keeping ba, tery tually charged. 
Yor lead-acid ballerses +s approx: System 1s assured of baTlery power /f ac 
/rmmatlely & Hours Jine ¢ o/7age Yai/s 


ae ge eet DRY- DISC CHARGER 


a On 1 | 56% | tin stack 
al CMargirig Lee = ( Full- wave rectitier bridge 
[+ control: (Gen — using copper oxide or 
pa  Sattery — similar type rectifier 
changes reduced ac 


MOTOR: GENERATOR SET | gp allen thane od 
or Ssecoridary permy 
Ac motor Arives de generator, which Trans voltage To be increased 
turnishes Ac 7o bus system. Baler. former as rectifier efficiency 
ses To be charged are connected fo charging decreases with age. 
through suitable contTro/s. vo/fage 7 
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You Need on.. 


Pinpoints the Information 





Battery Chargers 


By J. F. McPartland 
and W. J. Novak 


BATTERY 
electrically 


signed to 


CHARGER is an 
powered unit de- 
re-establish the 
which give 
a charge to a secondary battery 
When a _ battery 
chemical 


chemical characteristics 
discharges, the 
reaction produces an elec- 
through the circuit 
of the load connected to the battery, 


tric current flow 


in response to the potential charge ot 
the battery 
When the 
been 
rium in 
potential charge no longer exists and 
current no longer flows. But in sec- 
ondary o1 storage batteries, an appli- 
cation of a de potential to the battery 
terminals with polarity of connections 


chemical reaction has 


exhausted (established equilib 


the electrolytic process), a 


to produce current flow opposite to 
that when the battery acts as a source 
of power, will reverse the chemical 
reactions, 
the battery 


charged.” 


reversing the condition of 
from 
Battery 


the dc potential source and necessary 


“discharged” to 
chargers provide 
controls for accomplishing this action 


Arrangements for battery recharg- 


ing vary with the application of the 


batteries. For instance, storage bat- 
teries used as motive power for in 
trucks 
are commonly recharged in the plant’s 
battery 
stallation§ of de 
makes available 

for recharging a large number of bat- 
Such layouts gen 


dustrial materials-hand!ting 


shop where a permanent in 
charging circuits 


substantial capacity 


teries at one time 
erally consist of a conversion assembly 
for changing 
from the plant electrical sys 


alternating current 
powel 
tem into 
charging, along with extensive supply 


direct current power for 


conductors for connecting to the 
battery 
Batteries used for emergency light 


powering 


loads and associated controls 
ing in buildings or for 
electrically-operated switchgear are 
also provided with a permanent charg 
ing arrangement at the location of the 
battery racks However, in 


case, the charger 1S generally a small 


such a 


assembly which operates only to keep 
the batteries charged up to their 
potential. Relays and other 
controls provide for taking the bat- 


normal 
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tery power for its intended purposes 
Stull another 
is that provided by porta 


type of charging a 
rangement 
ble unit chargers. Such units can be 
moved to the battery location 

This type ol 
used for charging only one battery at 
a time. A familiar example of the 


portable type of charger is the charger 


charger is usually 


used in automobile service stations 

In all 
function of the 
» the 


cases, however, it is_ the 


battery charger to 
brin batteries up to their rated 


charge—without overcharging, ove! 
excessive gassing. lo do 


have a dc 


battery 


heating oF 


this, the charger must 


voltage output equal to the 


voltage where batteries are charged 
in parallel or to the sum of the bat 
tery voltages where the battery sup 
ply consists of a series circuit of 
number of storage batteries such 
120-volt battery 
gency lighting 
Basically types 


pattery chargers the motor-generatol 


supply for eme 
there are two 


set type and the rectifier type 


M-G Chargers 


Battery charging using m-g sets is 


common in industrial applications 


where a large numbel! ot batteries 
either for 


truck 


taining a arge on a series Connection 


are used recharging mo 


tive powel batteries or main 
of batteries used for emergency light 


ing Ol for electrically operated 
switches or circuit breakers. In such 
pplications, an ac circuit is con 
motor which 


shatt of 


nected to the drive 

mec hanically coupled to the 
direct current generator. The motor 

and generator are mounted on 

common base 

installed 


Associated controls 


m-g chargers provide regulation of 
the “charging rate” of current fh 


t 


into the batteries. In most cases, th 


control is automatic and adjustabk 


according to the type of battery bei 
recharged and the condition of d 
charge 

Iyvpical m-g set chargers are ma 


for lead-acid and nickel-alkaline bat 


teries [hey are rated according t 
the ac supply voltage (220, 440 


etc.) hp of the driving mot 
Manutac 
chargin 


3 phase 
and kw of the 
turers commonly 


generatol 
relate the 
models to th 


capability of various 


number of cells and the ampere-hou! 


ipacities 


marsxsimMmum 


i 
Static Converters 


Rectifier type battery chargers u 


omplete tat oO moving rm 


\ l 
t 


method 


COMMO 


ir 


Next Month: Clock Systems 








NAED Reports to the Industry 








YOU 400" ABOUT Team reese. 


a 


contains 


SALES BUILDER KIT (A) 


carrying case; (B) manual of instructions 


for conference’ leader; (C) detailed 
scripts for each session; (D) flipcharts 
in easel form; (E) records; (F) material 
for notebook (G) labels for notebooks 
(H) ‘‘Master Salesman” diploma 


New Sales Builder Program Ready 


] 


INCE most tull-line electrical dts 

tributors offer just about the same 

kind of products and services, the 
one really important way to get the 
jump on competition is to build a 
team of salesmen who work hard and 
vork smart, who go alter new custom 
ers instead of just following the milk 
route of present custome! vho use 
real creative selling to build up then 
volume with existing customers, and 


who vet the best possible mark-up on 


1 sell 


What they ¢ 

With that premise 1 mind, the 
{ the National 
Distributors 


Education Committee o 
Association of Electrical 


vith the professional 


h coop tion 

| train firm of Porter Henry & 
Co In scl ihout to create and 
produ he first and only es train 
nv prog! directed te create ind 
prod r-made for first and only 
the electrical distributor lesman 
Such a protessionally produced pro 
gran OW n operation NAED 
member ho ill over the country 

Hy e the background and de 
tails on this NAED sales builder pro 
gram. When Porter Henry & Co., Inc 
was given the responsibility of devel 
oping a al training program that 
would help members build a hard 
hitting, on-the-ball sales torce its first 
step was to go into the field and get 
practical, first-hand information on 
the electrical distributor salesman’s 
problem 

Just exactly what does a top-notch 


upply sak that th 


) 


electrical sman do 
mediocre salesman doesn’t do 
lo gel this 


interviewed 


information, the experts 
salesmen, made calls with 


them and talked with distributor sales 


66 


They tape 

this field ex- 
transcribed it, indexed it, 
and built the entire pro- 
what they 
distributors 


executives in ten cities 


record all mass of 
perience, 
analyzed it, 
from scratch on 


from 


vram 
learned successful 
and salesmen 


Here are a 
they 


the conclusions 
this 


few of 


reached on the basis of 
SUFVey 

Electrical are 
not stupid and they're not lazy. On 
a pretty competent 
But 


it's also fair to say that most electrical 


distributor salesmen 


the whole, they're 
and conscientious group of men 
distributor salesmen aren't doing any 
real honest-to-goodness selling. They're 
visiting They're real nice and 
they give all kinds of personal service 


But 


is something you rarely hear in a sales 


2UuyS 
a good old-fashioned sales pitch 


man’s call 

Of course, there's no room for high 
pressure selling in the electrical whole- 
sale distribution field. Salesmen have 
to stay On good terms with customers 
seeing after They 
can’t use the knock-’em-down and get 


they re week week 


the-order tactics of the door-to-door 
salesmen 

They have to use low-pressure sales 
tactics. But 


tween low-pressure selling and no sell 


there’s a difference be 


ing at all, and no selling ts what elec 





The purpose of this report is to 
keep our 11,800-plus readers ap- 
prised on NAED’s program of 
service to members and the in- 
dustry. Prepared by NAED’s 
staff it presents the association's 
thinking on many subjects. 





trical distributors are getting in a great 


many Cases. 
For instance, one distributor sales- 
man told one of Porter Henry’s inter- 


viewers that he didn’t want to talk 
about his company’s line of switches 
because the custome! probably 
satisfied with the brand he was using 
and might resent it if the 
mentioned any of the advantages of 
his own brand 

It this is an accurate 
situation—and 
available that 
kind of sales training program would 


Was 
salesman 
picture of the 


little 
isn't 


evidence 
what 


there’s 


proves it 


be most profitable for NAED mem- 
bers? 

The Education Committee and 
Porter Henry based the NAED pro- 


gram on these basic concepts 
First, this must 
tried-and-true 


the 
fundamentals of 
person - to Salesmen 
don't need a lot of spectaculr selling 
Strategies or tricky 
They do to do a 

selling the end benefits instead of the 
planning thei! 


program stress 

hasic, 

person selling 
closing devices 


need better job of 


product features; of 
sales calls and making the best use of 
their time; using samples more effec- 
tively, and so on 

Che second basic principle on which 
this NAED course is designed is this 
The electrical distributor salesman al- 
these things 

The course would not 
especially with 


were to 


ready knows he’s just 
not doing them 
accomplish anything 
experienced salesmen—if it 


simply expose them to a series of lec- 


tures or films giving them the same 
old advice they’ve been hearing for 
years 


Continued on page 120 
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seconds 





ae ee 
4 hand 
split-second °~ 


release = 


without 
— Special _ 


Slater #600 quiet switch and *800 receptacle 


easiest to install and remove - compact for safe, easy wiring 


SLATER ELECTRIC & MFG. CO., INC, «© GLEN COVE, LONG ISLAND NEWYORK + QRiole 6-1100 























anotHeR HATFIELD virst: 


CONIPLETE 


color-coded packaging 





makes it simple as a-b-c to 
Si keloi.ar-Nale mm al-laloll-melel am ala= 


Simplifies stocking and storing 
Aids accurate inventory control 
Avoids time wasting searches 
Stops costly selecting errors 


N” CONTENT with just color-key- 

ing our packaging of building 
wire by type, we’ve gone ahead and 
color-coded the /abels of all our prod- 
ucts to show the actual color of the 


wire itself! 


Think of what this means to you... 
the distributor ... you virtually elim- 
inate any possibility of error in se- 
lecting the exact wire ordered ... you 
save time stocking and shipping your 


wire. In fact, you hardly have to read 


C ed 


Reduces broken packages 
Faster order filling 
Speeds up deliveries 
Cuts customer complaints 


with Hatfield’s “at-a-glance” color- 


coding. 


Combine this new innovation in pack- 
aging and labeling with Hatfield’s 
many other distributor “Firsts”. 
Then you can understand why the 
HATFIELD line is the most wanted line. 


If you don’t already have our Color- 
Coded Cutting Charts, drop us a note 
today and we'll see that you get a 


supply right away! 


ATFIELD WIRE & CABLE 


DIVISION OF CONTINENTAL COPPER & STEEL INDUSTRIES INC. 


Plants * Hillside « 


Union « Linden 


/ Executive Offices * Hillside, New Jersey 








SLATER ELECTRIC & MFG. CO., 


H*'.- WIRE & CABLE 


}} RHW 7SC 


« HYDRATEMP _ 


( SIZE) 
8 ri it 
. ' ‘ ist 


SOLID 


BLACK 

Type RHW-Hydratemp 
+ Cartons: Sizes 14, 12, 
10, 8 + Coils & Reels: 
Sizes 6, 4, 2 + Reels: 
Sizes 1-1000 MCM 


The color of the label and wrap 
ping on coils or reels denotes in 
5 stantly the TYPE of wire or cable 


The reverse lettered color block 
printed on the label is the insula- 
— : 
= tion color of the packaged wire. 


The large legible type printed on 
the label quickly gives the SIZE, 
TRADE NAME, QUANTITY and 
NUMBER OF CONDUCTORS 


Diagonal lines on circuit size labels signify stranded wire: 


Standard Put-Ups are noted. Special Put-Ups available on request. 


HATFIELD 


DE 


WIRE & CABLE 


ORANGE 
Types SE-U, SEA and 
SD + Cartons + Coils 


and Reels: Sizes 12 
thru 1/0 


RHW 75c INSULATION 





GLEN COVE, LONG ISLAND NEW YORK 


Tw 


HATVINOI 


ATFIELD WIRE & CABLE 


rT 
+ 
p 
t 





HYDRATEMP | 


| SURE Weal or Moisture Resistant Grade 























re STYL 
RR 


Nidan 


ORiole 6-1100 


Type TW-Hatvinol + 
Cartons: Sizes 14, 12, 
10, 8, 6 « Coils & Reels: 
Sizes 4, 2 + Reels: 
Sizes 1-1000 MCM 


GREEN 

Type RH/RW Hydra- 
temp + Cartons: Sizes 
14, 12, 10, 8 + Coils 
and Reels: Sizes 
6, 4, 2 + Reeis: Sizes 
1-1000 MCM 


RED & BLUE 
Type UF-U-Fiex - 
Cartons: Sizes 14, 12, 
10 & 8 (single-con- 
ductor); Sizes 14 & 12 
(2. & 3-conductor) + 
Coils & Reels: Sizes 3 
‘& larger (single-con- 
ductor); Sizes 10 & 8 
(2- & 3-conductor) 


YELLOW 

Type RR-Permaprene 
* Coils & Reels: Sizes 
14, 12, 10, 8, 6, 4, 2 
(single, 2 & 3 conduc- 
tor) + Reels: Sizes 
1-500 MCM 


BLUE 


Type NM-Hatflex - 
Cartons: Sizes 14, 12, 
10 (2+ and 3-conduc- 
tor) + Collis & Reels: 
Sizes 8, 6, 4 (2- and 
3-conductor) 








Diamond has all 


portable cords 


Red-D-Prene Black Diamond Signal Yellow 


Neoprene Rubber Sheathed Thermoplastic 


ot, oily locations for all locations where heat 


is no problem 


Red-D-Prene (for mill and plant use is de signed with tough, oil, heat and 
flame resistant Type MD (Mill Duty) neoprene jacket in industrial red for ready identification 


Black Diamond his durable rubber 


r jac ket protecting avainst alkalie s, 


nd moisture. Very flexible construction prevents kinking in service 


Signal Yellow has a jacket of cllow 


thermoplastic that 1s que kl] 


to hand smooth sheath will not readily collect dirt. Easy to pull 


ORDER FROM DIAMOND TODAY! 


WIRE and CABLE Company 


Sycamore, Illinois 


WAREHOUSE BIRMINGHAM ALABAMA 
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ADVANCE BALLASTS 


INDIVIDUAL 
CARTONS 


MORE 
BALLAST 
SALES 


ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too 


For further details on how you can in- The end labels on these convenient cartons enable 


oe ee ballast sales with ADVANCE you to instantly identify the catalog number, the 
Fluorescent Lamp Ballasts in modern % : 
individual cartons, contact your type ballast, the ballast voltage and other important 
ADVANCE salesman, or write, phone technical data. The boxes are rugged, stack easily, 
or wire today 





and require only a minimum of shelf space. They put 
an end to loose, dangling wires and keep your bal- 
last stock always factory-fresh. This saves you time, 


money and gives you better inventory control 


ALL HPF BALLASTS CARRYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 





TRANSFORMER CO. 


Fluorescent Lomp Bollosts 2950 NO WESTERN AVE CHICAGO 18 lL USA 
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SURFACE 
MOUNTING 


FLUSH MOUNTING 


Sell your customers the receptacles with 


TIME-SAVIN o'/i9e- iD TERMINALS 


ROYAL RANGE and DRYER receptacles are engi- Royal receptacles offer other on-the-job 
neered and constructed to transmit FULL, NO-ARC advantages. too 

power to the appliance. They are the easiest to install . 
the most practical to use Heavy duty, solidly-anchored double- 


wipe spring contacts transmit full power 





to the applianc e 


Heavy duty screw staked to , 
clamping pad for quick, pos Sturdy phenolic body engineered 
itive action of the pad either for long dependable service 

up or down . 

»/f- 0 sw yntac accu- 
Shipped with screws backed Self-finding slot ith contacts accu 
out, ready for instant wiring rately positioned to take plug blades 
just insert the conductor and 


tighten the screw! In attractive individual boxes com- 





plete ready to install 


EASIER, FASTER, SAFER WIRING! 


Write for catalog sheets on Receptacles and 


Range and Dryer Cords 





SURFACE FLUSH DELUXE CHROME ROYAL ELECTRIC CORPORATION 


MOUNTING MOUNTING WALL PLATES PAWTUCKET, RHODE ISLAND 


! 
1 
| 
Black or Ivory Brown or Ivory ! Cat. No. 316 grounding 
RANGE: Cat. No. 606 : RANGE: Cat. No. 610 | Cat. No. 317 non-grounding 
50 Amp-250V 50 Amp-250V Fit standard 2-c¢ t 
' ’ a] e 
DRYER: Cat. No. 607 DRYER: Cat. No. 611 , . - dual cea a 
30 Amp-250V 30 Amp-250V , eee. 
a 3 n Z 
Unit Pack: 1 Unit Pack: 1 ' to a shipping carton g 
Ship .Carton: 10 Ship.Carton: 10 ! ELeEecrete 
| 
i 





Z 
an associate of bt: 
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NEW RACO 4° SQUARE TILE COVERS 


with device mounting holes inside 


offer time-saving advantages 
contractors want 
.full range of depths (12 to 2’) 


to meet all requirements 




















. .provide increased sales volume 


and greater profit opportunities 





Raco 4” Square Tile Covers simplify and eliminate 











many installation problems. There's a range 
of depths in single and two-device for all types of 
wall thickness which provides a finished 


appearance and permits easier accessibility in 





wiring. Engineered for quick, easy mounting 
Raco Covers have straight-side design which 
eliminates chamfering or beveling. Flanges are 
turned in, keeping device mounting holes from 


Flanges turn in —no plugging being plugged. This is a big advantage. 


of device mounting holes 


Investigate the time-saving benefits 


€ No chamfering or beveling Yuu m) always tly 1 aco 


required because of RACO'S 
straight-side design 


Raco single or two-device tile 
covers fit any 4" square box 


6 covers—choice of depths for 


every type wall construction 


Single-Device Tile Cover Two Dev ce 


P\\ Sey ALL-STEEL EQUIPMENT INC. 
: AURORA, ILLINOIS 
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NOW... FROM WESTINGHOUSE—THE GREATEST ADVANCE IN LIGHT BULBS 


86” applauded 
its New Shape! 


...and it pays up to 21.7% extra profit! 
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IN 34 YEARS! 


The New Shape Westinghouse Eye Saving White bulb is the most thoroughly test 
bulb in history! Housewives all over the country tried this great new bulb and the results 
overwhelming! Millions of other housewives will see New Shape in almost every 
magazine. They'll see it year-round on the “Westinghouse Desilu Playhouse’’—one 
biggest network shows. And they'll be asking for it. So stock up now. Call your authoriz 
Westinghouse lamp agent, or write—Westinghouse Lamp Division, Bloomfield, N.J 


< ‘ you CAN BE SURE...1F os Westi ngh OuSeC 


WATCH “WESTINGHOUSE L LUCILLE BALL—DES! ARNAZ SHOWS’ 


e 


CBS-TV MONDAYS 
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Here it is ...a complete line of Asbestos Fixture wire in the 


same high quality as other well known Carol Cable products. 


PRACTICAL PACKAGING « Carol’s new distinc- 
tive striped carton identifies contents at a 
glance. Each heavy-duty carton contains 
the right number of spools for the gauge, 
keeps weight to a practical limit for easier 
handling. 


SPOOLS APPROX. WT. 
GAUGE PER CARTON OF PKG, 


18 2 11 
16 17 
14 21 
12 a 
10 oS 


COLOR CODED LABELS - Gauge, color and con- 
tents show at a glance. Saves time, simplifies 
inventory. Eliminates costly errors in identi- 
fication and shipment. 


AVAILABLE IN 18, 16, 14, 12 and 10 gauge, in 
black, white, red, green, blue .. . from a 
network of warehouses across the country. 


When you call for cable, 
call for Carol 


CAROL CABLE COMPANY * Division of the Crescent Co., Inc., Pawtucket, R.I. 


76 ELECTRICAL WHOLESALING—February, 1959 





INSTALLED FAST 
BUILT TO LAST 7 "entrance mast kits 


better from top to bottom 


FIVE GOOD REASONS 


why a Blackhawk kit means @ Jaster 
from cable entrance to meter Vay he 
ple te kit or as separate fittings 


Slip-fitter service entrance head — Just slip it 

ghten two set screws That's all nothing 
parts to handle. Made of corrosion-resistant ductil 

Available in a full range of sizes. (Patent applied 

Insulators — Reinforced, durable, well-rounded porcelain 
secured to metal pipe mounting clamp clamp bolt d nut 
included, hot dipped galvanized. Special V-grip fitting hol 
mounting rigid 

Flexible Synroflashing— Absolutely leakproof. Made of flex 
ible neoprene to absorb mast vibration due to wind and cable 
sway The mast can’t work loose, damage shingk or give 
moisture a place to seep in Won't rot peel or rack in any 
eather. Shingles fit easily over Synroflash f 
als collar to mast for permanent, weather 
2 and 2 








flashing is available for 1's, 1 
Mounting brackets— Exposed part 
iluminum alloy. Special shoulder eye fits fi 

or siding. Lock set screw gives adc : ional grip 





to vertical studding on the house upport ent 
train, eliminates weight and pull from rafters 
10-inch bolt, with 6-inch thread to meet inst 
ments 

Offset reducer — Corrosion-resistant aluminu 
to fit Il'a and | inch meter hubs to a 


pipe riser 


Hi 


i tl a 








er te 


lackhawk a 


ee B-I whe you buy! 


= Industries | 
” where the new ideas come from 
DUBUQUE, IOWA 


February, 1959—ELECTRICAL WHOLESALING 





This is a distributor. 


“Round the clock service 
and technical teamwork 


pay off in Missile Town” 


Meet Paul W. Thompson, 
manager of Graybar 
Electric Company’s 
Huntsville, Alabama 
branch office, who uses 
service and technical 
teamwork to keep pace 
with the missile boom in 
“The Space Capital of 
the Universe.” 


has changed the face of this whole area. Here at Hunts- 


“The advent of the space age 


ville, giant Redstone Arsenal and its rocket and missile 
programs have brought a soaring increase in popula- 
tion—from 12,000 to 70,000 in the space of only four 
years. We do plenty of business with the scientists at the 
Arsenal, but the biggest challenge has been in keeping 
up with the pressing demand for new school buildings 


that’s come with the phenomenal population growth.” 


“Getting the school business is a full time selling job.’ signaling systems, clock systems, or anything electrical. 


says Thompson. “I spend more time with contractors and It’s not the kind of relationship you build up overnight— 
' } ) ub »’ > 7:1 > . , } 
irchitects than with anybody. We've been pretty success- we've built it on a reputation for service, quality, confi- 


ful in getting them to think Graybar when they think dence and technical help.” 
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We all worked together on specifications, bids, supplies, and in 
stallation. Dick Kingston, the Edwards rep, was due tor the final 
check out on the installation—an extensive clock system—on a 
Thursday. Then the schedule was changed. The inspectors were 
due Wednesday. 1 called Graybar on Monday. Thompson checked 
with Kingston in the Edwards Atlanta office and he was on the 
spot Tuesday morning. The system checked out fine and every 
one was happy—most of all, the Madison High Principal. We've 
got four school jobs going right now that are going to hav 
Edwards systems supplied by Graybar. This is a team that’s too 


good to break up!” 


Thompson (center), Bill Seale, manager of Miller Electric Co. 
(right), and Dick Kingston, Edwards technical representative 
(seated), work out the best method of tieing-in a new Edwards 
clock system for a recently built wing of an old school. Here 

the problem was an existing bell system much reworked and 
improvised 


“T rate technical he!p way up on the list,” Thompson says 
“We've found this pulls a lot of weight with the con- 
tractor. We want them to know they can always count on 
us for assistance with the knotty problems—just as we 
know we can count on manufacturers’ local technical 
reps, like Dick Kingston of Edwards, to fill out the tech- 
nical team that licks these problems.” 


Thompson, Seale, Kingston, and Joe ¢ 
One of the fastest growing electrical contracting firms in = trical Superintendent (right), check out 
Huntsville is Miller Electric Co. Manager Bill Seale has “edison Pike High School Principal, 1 
this to say about Graybar’s service: “Graybar can get me 
anything I want—and provide the kind of assistance we 
need—without a lot of wasted time running around. We've 
found that Paul Thompson or any of his staff are avail- 
able any hour of the day or night to help us with tough 
installation or parts problems.” 


4 — 
, . 4 eRe |» 2 no 7% 
4 “We know we can count on A ye Fe 
Graybar for service—real serv- fl 
ice,” Seale says. “Many times 


we've been faced with a crisis 
and have had to call Paul 
Thompson the day before we 
needed figures for our bid—he 
alwayscomes through. Takethe 
Madison Pike High School job 
—here’s where teamwork be- 
Quality, confidence 
tween contractor, supplier, and york by distril 


manufacturer really paid off 


The Edwards Company believes that distributors | VARDS 
have an important but sometimes under-rated job - ic ‘ 
to do in the electrical industry. Often we run across : a 


men in distributing like Paul Thompson of Graybar 


Specialists in signaling since 
Electric Company who are doing their job very 


CONTROL + COMMUNICATION 


Edwards Company 


well indeed. We're glad to be able to relay their ideas 


In Canada: Edwards of € 
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turn on 

sales... 
when you 
turn on... 


Turn up the excitement with versatile Beamspots! 

There’s a Beamspot for your floor—wall—ceiling and hidden 
cove to dramatize your best efforts! There are Beamspots 
in a variety of styles to fit your every purpose! Choose from 
Beamspots, Super Beamspots and Pin Beams... with floor, 
bracket, trolley and twist-on mounts. Amplex Slide-A-Light 


units are perfect for versatile installations in most windows. 


lex 


BEAMSPOTS AND SWIVELITES 


Swing into exciting lighting with adaptable Swivelites! 


From canopy-type general purpose lighting to the aimed 


light of extension model Swivelites, you'll get more for 
your lighting dollar with Amplex. Double-ball swivel de- 
sign gives you instant fingertip positioning. Smart, lustrous 
Permacote finish gives lasting satisfaction. 

Write for the name of your nearest Amplex distributor. Sold 
by America’s leading display suppliers. 


WW amplex corporation, Dept. EW-2,Glen Cove Road, Carle Place, L. I., N.Y. 


80 
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It’s a 
easure 
to sel 


CONTINUOUS 
BiG PROMOTION! 


Catalogs, brochures, envel pe stuffers, and a consistent 


advertising program in publications and by direct mail 
that saturates the prime market for top quality cords 


and cables. Write for details on how we can work for you 


NON-RETURNABLE 
REELS 


All sizes of Bronco cords and 

ables are available in long 
lengths on non-returnable 
no-charge reels. Simply 
specify. This eliminates the 
problem of many shorts plus 
problem of returning reels 





CENTRAL 
FACTORY 
WARE - 
HOUSES 


In Chicago, Philadelphia 
tributors who st k Bron mf 
ice. Fourteen district warehouses 
in the country within twenty-four | 


western 
insulated 


WESTERN INSULATED WIRE CO. 


s Angeles 5& a 


(aif 


KING-SIZED, 
COLOR-CODED LABELS! 


Bronco brought them to you first! Still the clear 
est, most easily identified labels available 
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, | ANOTHER FIRST 
yet ys 


New GrE 100 


REGULAR 100-WATT £ 100-WATT ee, y 


EWG 
Me SOFT-WHITE 


sone, OO 


a 


tide ope Ms 3 
“~,. = 
+ 
* 
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FROM GENERAL ELECTRIC! 


“SMALLER To 


WOW MORE 


BRIGHTER = = 


ALL-OVER 


WHITER = 


Lamps AND FIXTURES 


1GHT IN — 
— —" “art bus woven’ Fit 
WHERE 1 


Progress ts Ow M 


"9 sewenat @ 


POWERFUL ADVERTISING SUPPORT! 2-page spread above announces this 
new bulb in LOOK, March 17th and LIFE, March 23rd. Also to be advertised by 


GODFREY—CBS Radio PAAR—NBC-TV SATURDAY EVENING POST 
GARROWAY— NBC-TV 275 SUNDAY PAPERS BETTER HOMES & GARDENS 
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Both operating pressure and dif- 
ferential are adjustable on these 
new A-B oiltight pressure switch- 
es. Operating pressure is exter- 
nally adjustable, and setting 
shows on calibrated scale. A trip 
indicator shows operating point. 


Internal view of piston design 
used on units for systems above 
500 psi. Bellows type construc- 
tion is used up to 500 psi. 


For machine tool hydraulic 
systems—operating at 
pressures up to 5,000 psi 


Especially designed for heavy duty industrial appli- 
cations, these new Allen-Bradley oiltight high pressure 
switches assure long, trouble free life. The attractive 
die-cast aluminum enclosure is completely sealed to ex- 
clude oil and water. The snap-action switch mechanism 
maintains its high contact pressure to the point of 
switchover—no matter how slowly it is approached. 
Contact chatter is eliminated—trouble free contact life 
is increased. The contact block has two isolated circuits 
with one N.O. and one N.C. set of contacts. 

Send for complete information on this newest addition 
to Allen-Bradley’s wide line of quality pilot controls. 


Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, 
Wis. In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 


we 
ALLEN -BRADLEY 


=] QUALITY S$ 


Also...A New Line of 
Pressure and Temperature 
Controls with Lower Differentials 


Bulletin 837 Type A 
temperature control with 
new lower differentials. 
Ranges up to 490°F. 


Bulletin 836 Type A Lg 


pressure control with new 
bellows that provide ten 
times longer life. Operat- 
ing ranges up to 900 psi. 
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NES Pe y hn (4 tessa See aA 1d ARE a 
ree Decie Siice she ea Maes 
at ree 4 ct : 


. 
: 


Re CONDUIT FITTINGS 


NS 
“ine ts ae 


a 
cease po pte 
ae ata bp eto eieitebin’ ; phat ON NS 


Te 

7 For years the name “Conduit of Columbus” has 
been the standard of leadership in conduit 
fittings. To positively identify this quality, specif) 
the brand name “Columbus” conduit fittings. 
Ask for them by name. 


ae 


f 
X a 


\:) LOOK FOR THIS LABEL 
L 3) WHEN YOU BUY FITTINGS. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS. 


as 





CONDUIT PIPE PRODUCTS CO.,. OF , CHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES * ELBOWS, RIGID & E. M. T. 
RUNNING THREAD * GOOSENECKS * WALL PLATES 


\ 
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Cut costs... 
without cutting 


o Seeeify... GEDNEY CONDUIT BODIES 


Gedney Conduit Bodies mean lowest installed cost! That’s because they 
are skillfully made of tough, malleable iron, then hot-dip galvanized, and 
finally, they must pass the toughest inspection. Accurate machining and 
threading assure easiest installation... ruggedness assures longest 
service life! 





THE GE 
DNEY CONDUIT BODy LINE INCLUDES ALL TYPES—SIZES 2" To 4" 






















TYPE LB—Threaded—for heavy-wall rigid con- 
duit. Use them with Gedney entrance fittings, straps, 
clamp backs to get an entire conduit system that is 
hot-dip galvanized. 








TYPE Threaded—shallow bodies for 
heavy-wall rigid conduit. Hot-dip galvanized 


finish prevents corrosive deposits—means easier 


FS 


installation, longer life. 









“oP 


He 
Ao? 






SCORES OF OTHER GEDNEY FITTINGS are 
available for every purpose—all carefully designed, 
manufactured and inspected to assure economical 
installation and maximum customer satisfaction. 











>» 
‘ * - 
yer . scams’? —— 
ue > eee > 
> ed “ —S)> = 
CE serene 
Merde ae . <- PtH tageee 
taraLS KF <> >> Lae 42a vm © Cm 
Pt Ae a a, * 
FH PP = 


won” - 


, 
Cg ivewas i<e- 





ps gs 


I~ 








a+ 


RKO BLOG., RADIO CITY, NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 








GEDNEY FITTINGS FIT 
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MUNI 


| FRE | FEDERAL PACIFIC ELECTRIC COMPANY 








Electrical Contractors acclaim 


Phelps Dodge 


SE-U Cable 
with |\Vivlar tape! 





The new SE-U type cable with Mylar tape and an 
improved outer compound, developed and introduced 

by Phelps Dodge, has received enthusiastic approval 

from electrical contractors and chief state electrical 
inspectors. Here are some comments about this 

remarkable cable picked at random from field reports: ( 


“It is much more flexible . . . ease of 
stripping is made easier on this new type... a 


definite improvement over the old type.” 

“We found it to be superior in several 

ways to the kind of cable we have been using. It / 
is more flexible and easier to strip...” / 








“Phelps Dodge entrance cable . . . proved to be 
much more than we could possibly expect. 

The ease of ‘skinning’ and handling were what we 
have been looking for in an entrance cable.” 


MYLAR TAPE FO 


More flexibility - Better moisture resistance 
Lower shipping weight + Lighter, less bulky cable 





GRAY COMPOUND FINISH 
gives better cable appearance; will not stick in hot 
weather, will not crack or flake in cold weather. 


Phelps Dodge entrance cable with Mylar tape has 
received Underwriters’ Laboratories Approval. 


* Mylar is Ou Pont's registered trademark for ite brand of polyester film. 


CORPORATION 


SALES OFFICES 
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Sylvania announces a major break-through in fluorescent lighting 


Now for the 

first time standard 
fluorescent lamps 
delivering... 


THERE HHH HEHEHE EERE EEE eee ECO E ETE EEE S 


This startling increase in lumen output 
means your customers get more light for 
the same power consumed than ever be- 
fore. Yet this remarkable development in 
lighting performance has been achieved 
with vo sacrifice in lamp life! 

This impressive contribution to light- 
ing efficiency comes from brilliant labo- 
ratory work by Sylvania engineers on 
phosphor structure and processing tech 
niques. As a result, these higher lumen 
ratings are now available for the Sylvania 
standard eight-foot, 75-watt lamp and the 


Over 


Over 


lumens-per-watt 


in the popular 
40-watt, 4-foot lamps 








lumens-per- watt 


in the 75-watt, 
8-foot lamps 





popular four-foot, 40-watt lamps. Very 
soon all other popular Sylvania lamp ty pes 


will have similar higher ratings. 


Check your Sylvania Repro sentative or 
Supplier immediately for full details about 
this extraordinary development and learn 
Sylvania fluc 


CUSTOWICTS 


why —more than ever ITS 


cents give you more light at 


lower cost than all other brands! 


SYLVANIA LIGHTING PRODUCTS 


Division of Sylvania Electric Products Inx 

Dept 91-2702, 60 Boston Street. Saler \la 

In Canada: Sylvania Electri Canada 
PO. Box 1190, Stati ie) \f 


SYLVANIA Lighting Products 


LIGHTING + TELEVISION « RADIO «+ ELECTRONICS «+ 
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make light a better too/ for profits 
ATOMIC ENERGY CHEMISTRY-METALLURGY 
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ONLY TsB CONNECTORS 


for flexible liquid-tight conduit* 


OFFER ALL THESE ADVANTAGES 


90° ELBOW, 
NON-INSULATED 


STRAIGHT, INSULATED THROAT 
(Cutaway) 


FEMALE HUB 
(Goan? 
Coupling 


potents pending 


THE T&B LINE provides a size range of %” to THE T&B INSULATED LINE complies 
4” in the straight, 45° and 90° angle types .. . with all codes: 
both insulated and non-insulated. The National Electric Code (Paragraph 3736b) 


THE T&B LINE includes combination couplings J.C, Standards (Paragraphs 22.1.7 and 22.2.2) 
from %” to 1%”. Machine Tool Electrical Standards (Paragraph 22.1.7) 


A T&B Liquid-Tight connection can’t be 
half safe. The mechanical strength, conti- 
nuity of ground, and oil seal are all inter- 
dependent. Each gives positive assurance 
that you have all three. And T&B’s more 
compact design means easier installation 
and improved appearance. 

Your T&B distributor has this complete 
line in stock. Be sure to ask for a demon- 
stration ...or write direct to T&B for 
detailed specifications. 


* Sealtite or equivale nt 


LOOK FOR THIS SIGN— Ra IT'S THE MARK OF AN AUTHORIZED T& B DISTRIBUTOR 


The complete line of T & B fittings for conductors and an THE THOMAS & BETTS co. 


raceways Is sold only by recognized electrical wholesalers. INCORPORATED 
it’s our way of assuring you the service and savings of a 
friendly local source. Call him for all your electrical needs. 20 BUTLER STREET, ELIZABETH 1, NEW JERSEY 
_ THOMAS & BETTS, LTD., MONTREAL, P. Q., CANADA 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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BLUE BEND-ALINER STRIPE 


Rigid Steel conduit enameled — inside and out 


Steelduct 


OFFERS THESE SPECI pee tee 
COST CUTTING ADVANTAGE HOT-DIP GALVANIZED 
© Prompt deliveries through conveniently or BLACK ENAMELED 
High gusty protec fishes exit ough COUPLINGS + NIPPLES + ELBOWS 
a ELECTRICAL METALLIC TUBING 
@ Conduit threads are protected against rust and ELBOWS 


e « » cut storage losses and on-the-job labor. 





2 Smooth inner finish makes wire pulling easy 
- « « EMT has extra feature in friction-reducing 
knurled surface. Wiremen bend Steelduct to 
any degree without splitting continuous weld- 


BLUE BEND-ALINER STRIPE 


ed seam. THE BLUE BEND-ALINER 


, STRIPE allows quick : 
@ Order Steelduct for your next job. See Re ge pea 


how these features add up to a subtraction Combined with a Steel- 
from your costs. duct Benfield Bender it 
makes tough runs easy 


rate alignment of bends. 








THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 
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@ new —" 
@ new EN 


THE BEST COSTS ‘TESS INSTALLED 





Republic ELECTRUNITE® E.M.T. with new, exclusive 
SILVERSLICK inside finish makes wire pulling up to 37% 
easier. Wire pushing easier. Selling easier! 

SILVERSLICK —the SILVER-colored, SLICK inside finish 
developed by Republic combines with exclusive ‘“INSIDE- 
KNURLING” to offer electrical contractors greater wire 
pulling-pushing advantages and economies than ever before. 

Republic is telling your customers the SILVERSLICK 
story in leading publications serving the electrical industry. 
Supported by the biggest, most dramatic sales-building 
promotion that ever hit the trade. 

Get on the Republic sales and profit bandwagon. Stock, > 
promote, and sell Republic ELECTRUNITE E.M.T. with REPUBLIC builds, 00 
SILVERSLICK inside finish. Call your Republic representa- 
tive and get the “inside”’ story. Here's dramatic proof: Contracts have 
been let for new production facilities to meet 


your increasing demand for Republic 
ELECTRUNITE Electrical Metallic Tubing. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 








FEBRUARY 8-14, 1959 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


LONG-LASTING PROTECTION 
FOR YOUR OVERHEAD SYSTEM 


with 


Copper Bonded 
Pigtail 


Type GTC 1 Type GTC 2 
Two plate tower 


One piate tower 
ground clomp 


ground clamp 


Steel Driving Stud 
f ectiona 
Blackburn grounding devices will save 
dollars annually in 


you thousands of 

preventing burnouts of expensive over 

head equipment. This complete line 

simplifies your stocking problem—one 

Type GG source for all your needs. Like all 
“Soaaen en BLACKBURN products they are con 
structed of high-strength corrosion re 
sistant materials—designed for easy 


Copper Alloy CopperBonded Copper Bonded 
Coupling Sectional Regular installation and engineered for long 

4 Sectional Ground Rods Ground Rods : é * 

lasting, trouble-free grounding. Alway 


Cr nd Rod 
specify BLACKBURN 


Available Through Electrical 


Type GGH 
Ground Rod Clamp 
nares See ee Wholesalers Everyu he re 
DISTRIBUTED ON THE WEST COAST 
KORTICK MFG. CO. 


Hg ype GP 100 1525 WOODSON RD. 
ectrolytic Copper 
ST. LOUIS 14, MO., WYdown 3-9430 


Budget Line Ground 
Rod Clamp Pole Bottom Pi 
ates 
Square head bolt 7%4'’, 10’, 14” dio 





NEWS FOR THE 


INDUSTRY 





NEMA Previews 1959 


@ Electrical manufacturers see for '59: 7% rise over 


last year's business volume 


@ Wire and cable manufacturers see 8°, gain; Indus- 
equipment—7°%, over ‘58 


trial apparatus, illuminating 


HE ELECTRICAL manufactur- 

ing industry’s peak years of 1956- 

57 will be closely matched in 
1959. That’s the latest from the Na- 
tional Electrical Manufacturers As- 
sociation, which in its most recent re- 
port, looked optimistically at the fu- 
ture and saw a 7% upswing for this 
year’s business volume over last. 

Here’s an interesting note: in EW’s 
“Outlook and Review,” last month, 
the median electrical distributor's 
forecast for his firm was reported to 
be a 7% increase in over-all dollar 
sales. This matches up exactly with 
the manufacturers’ business-volume 
outlook, 

The addition to 
raising high hopes grounded by the 
S58 recession, $21,000.,- 
000,000 
will 
sharply 
$19 s 


cheerful 7%, 


in 
indicates that 
ol 
produced 
the °58 
1O% 


electrical goods 
[his contrasts 
sales report of 


the $21.6 


worth 
be 

with 
billion 


ot ‘SJ 


under 
billion 


What Happened Last Year? 


Electrical manufacturing groups 
vhich weathered the business tempest 
best were those turning out illuminat- 
signalling and com- 


and electrical 


ing equipment 
munications equipment 
products used in the building equip- 
such 
wiring devices, conduit, fuses, molded 
breakers house 
heating equipment 

Hardest hit by 
manufacturers 


ment and supplies category as 


case and electric 


the recession were 
producing — industrial 
transmission 
and 


generating, 
equipment 


upparatus, 


and distribution wire 
and cable 
Sales ot 


and electric 
1958 with 


major electric appliances 
housewares also declined 
items 


1957 


business for these 
whole off 9° 
Individually 
were mixed with appliances 
showing a marked increase over °57 
e Built-in Electric Ranges—The 
built-in electric ranges and the food 
freezers blazed the trail out of the 
recession in the appliance industry 
with dollar volume for ranges 


in 


as a by Over 


levels however, sales 


some 


sales 


94 


26% the food 
freezers. 
e Electric Housewares Electric 


housewares and refrigerators showed 


up and 19% for 


up on the decrease side of the reces 
picture. Dollar volume sales of 
housewares were down 20%, while 
refrigerators dipped to 9% lower than 
the 


sion 


previous year 


What About This Year? 


All segments of the electrical manu 
facturing industry see °59 as a good 
year. Construction spending is ex- 
pected to have a 7% rise over the 
*58 levels. This means that manufac- 
turers of illuminating and building 
equipment see corresponding increases 
in their business for the future. Ship- 
ments of signalling and communica- 
tion equipment are expected to rise 
1% in 1959 over 1958 when the in- 
dustry matched its 1957 peak in dollar 
volume of $1.3 billion 


e Industrial Apparatus—This group 
took a beating in ’58 because of the 
curtailment of expenditures for new 
plant and equipment. For °59 how- 
ever, it sees a 7% increase in volume. 
This gain would mean total business 
in *59 of $2.9 billion. Sales in this 
category in "58 were $2.7 billion, a 
drop of 13% 
e Generation, Transmission, Dis- 
tribution Equipment Shipments—Al- 
ways bellwether of industrial con- 
ditions throughout the nation, this 
category is due for a slight rise, with 
manufacturers modest 
2% gain in dollar volume last 
Sales last year amounted to 
$2 billion. Shipments of these 
heavy electrical equipment items in 
1957 amounted to $2.4 billion. 
e Wire and Cable—This 
predicts an 8% in 
of business for 
They reported 
last year, which 
below business levels in other years— 
particularly the industry’s peak year 
of 1956 when the dollar volume 
reached $1.8 billion 
e Appliances—Sales electric 
pliances, including only major 
electric appliances, but electric house- 
fans commercial electric 
appliances will be up 7% in 1959 
over 1958. This is according to the 
manufacturers’ Leading 
this expected rise will be the industry's 
Continued on page 98 


forecasting a 
Over 
year. 
about 


business 
volume 
last. 


sales 


its 
year Over 
billion in 
considerably 


gain 
this 
$1.3 


was 


in ap 


not 


wares, and 


estimates 





All »f Dollar: 


data in millions 


Total Industry Shipments 


Electrical Manufacturing Industry 





Electrical Products 


Appliance 
Illuminating Equipment 


Signal and Communica 


tion Equipment 
Industrial Apparatus 


Building Equipment ar 


Supplie 
Insulating Materia 
Insulated Wire G Cabl 


Generation, Transmission 
& Distribution Equipt 


Other Electrical Product 








Total Electrical 
Industry 
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Many tests are made to compare various conduits under different exposure 
conditions. One of the most severe is the sulfuric acid test. Immerged into a 
7% solution of sulfuric acid, the zinc protection on ordinary brands of 


HOT ZINC COATED 





conduit fails in less than 6 hours, while the MVC-1 coating on SHERARDUCT 
stands up for 72 hours and longer. Other accelerated tests—salt spray, 
caustic soda, etc.—do not affect the MVC-1 polyvinyl! cooting 


SHERARDUCT with MVC- 


provides permanent protection of electrical wiring 


Even under the most severe service conditions, hot zinc coated 
SHERARDUCT with MVC-I gives lifetime protection of wiring 
MVC-1—the baked-on polyvinyl chloride resin coating—is an 
exclusive National Electric development. It resists all types 
of corrosion. On top of the hot zinc coating of SHERARDUCT, 
MVC-1 adds years to the service life of your conduit system 

. even in extreme service exposure conditions. 

In addition to its exceptionally high corrosion resistant prop- 
erties, MVC-I is exceptionally resistant to abrasion, and it is 
not adversely affected by high or low temperatures. Once in- 
stalled, hot zinc coated SHERARDUCT with MVC-1 is there to stay. 

SHERARDUCT also gives you time-saving and money-saving 
benefits on the job. The slow heating-cooling “‘normalizir 
process gives SHERARDUCT easy-to-bend properties, easy to cut 


and re-thread in the field—no cracking, no flaking of the finish 


The NEPCO quality family provides dependable, 


Besides, the smooth inside surface of the 


makes fishing easier and faster provide 


corrosion for the interior of SHERARDUCT 
Added together, these benefits mean 

SHERARDUCT with MVC-1I provides top money 

ease of installation . in years of protection. Why 


when with SHERARDUCT you get the best 


National Electric Products Corp. 


LIECTRIS SROOUCTS PITT 


SBURGH 22. PENNSYLVAD 


i Bennett Assvviates, Ine 
Sa/e U/lice and Ware? é } f 


permanent, maintenance-free electrical systems 






































Installs Easter... 
Protects Better 





K ADAM 
ELBOARDS 


PLUG-IN CIRCUIT BREAKER TYPE 











equence [hese ind 1d fact V-pac ked 
ver-plated ; , 
ntact aa an units include box, panelbase, cover and 
tter feature 
UL approved for 
label service 


door—everything but breaker 
insta 
9 different size 
lug or breaker mains 
practically any light 


foolproof protectior 
QP QUICKLAG-P PLUG-IN : 
CIRCUIT BREAKERS 4 Who 
finest made! 


esaler 


Senate : | FRANK ADAM ELECTRIC COMPANY 


P.O. BOX 357, MAIN P.O. ¢ ST. LOUIS 66, MISSOURI 





busduct « pane/boards * switchboards « service equépment « safety switches « 10 
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BUSINESS INDEX for November 1958* 
NATIONAL PICTURE: 


~ @— 1947-49 = 100% 
40 





1947-495 

















% CHANGE 
Nov. ‘56 Nov. ‘55 1958 from 1957 
167 15] — 4 
153 14] — 


SALES INVENTORY 


(% Change) (% Change 
From From 1958 From From 
Oct. 1958 Nov. ‘57. From 1957 Oct. 1958 Nov. ‘57 





EAST NORTH CENTRAL 


WEST NORTH CENTRAL .. 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


*For electrical apparatus, supplies distributors: Source 


February, 1959—ELECTRICAL WHOLESALING 





Cat. #652001 


Porcelain Products 


Pipe Mounting Wireholders 


Porcelain Products now offers the finest universal pipe mounting 


wireholder available today. ... 


Q fit 


Fits any 14" to 24%" pipe— 
ONE ITEM TO STOCK. 
Copper-bail reinforced insulator 
is stronger, with extra large wire 
holes—exceeds E.E.I. wire- 
holder specifications. 

No loose parts—ready to install 
as is, On any size pipe. 

Bolts swedged rigidly to bracket 
for easy handling, instalation. 


Slotted back bar permits instal- 
lation without removing nuts. 
All steel parts are heavy gauge, 
hot-dip galvanized before as- 
sembly. 
Neat; trim, and compact for 
attractive installation. 

Write for complete details 





Letters 
Continued trom page 7 


Theodore Audel, 49 W. 23rd St., 
New York, N.Y.); “Electrical Equip- 
ment Manual” (published by Eec- 
TRICAL WHOLESALING a hard-cover 
reprint of the first 56 installments in 
the Salesman's lechnical Notes series: 
“Electrical Systems Design” (published 
by McGraw-Hill Book Co.) 

We wish now to add the following 
books to our recommendation for 
consideration; “Practical Electricity,” 
“Elementary Electricity,” ‘“Elemen- 
tary Applied Electricity,” “Basic Elec- 
trical Principles.’ Information on 
these hooks is available from Mc- 
Graw-Hill Book Co., Inc., 330 W 
42nd St., New York 36, N.Y 





EW welcomes expression of opin- 
ions from readers. Address all cor- 
respondence to: The Editor ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 








NEMA Preview ... 
Continued from page 94 


“newer” major appliances—built-in 
ranges, food waste disposers and 
automatic dishwashers 

Another group which includes such 
products as radio and television tubes, 
electronic components, automatic 
temperature controls, commercial air 
conditioning, refrigeration equipment 
and commercial radio equipment, re- 
ported a dollar volume business of 
$6.5 billion in °58 (a drop of 8% 
below °57). In 1959, shipments are 
expected to hit $7.1 billion—a 9% 
gain over last year 


GE Discourages Sales 
At “Unsound Prices” 


NEW YORK—The General Elec- 

tric Co.’s Housewares and Radio Re- 
ceivers div. has moved to discourage 
sales of its products at what it called 
“unsound” prices. 
¢ Distributors Notified — The com- 
pany notified its distributors it no long- 
er will share the costs of advertising 
its products at prices below a level 
10% to 15% under suggested retail 
prices. 
e Dealers Choice—W. H. Sahloff, di- 
vision vice president and general man 
ager, said retail dealers “at all times 
remain free to sell and advertise GI 
products at any price they may indi- 
vidually choose,” but would share ex- 
penses with the company only if ad- 
vertised prices met the new require- 
ments. 

He stated that the move represents 
neither a reduction in list prices nor 
an attempt to recapture any “fal 
trade” features 
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the only 
National 
dust and 
in hazardous locations und 


conduit ts 
by the 
vapor 


Standard-threaded rigid steel 


wiring today 


morsture 


system 
G@rarery 


j r ' 
Nosion-prool for 


approve d 


Electrical as 


CNT 


Oceupanel 


YOUNGSTOWN ‘““BUCKEYE’’ CONDUIT 


... gives life-time wiring protection 
to Zanesville’s Good Samaritan Hospital 


Failure of its all-important electri- 
cal system will never interrupt the 
smooth operation of the Good Samari- 
tan Hospital in Zanesville, Ohio. That's 
because the builder of this well known 
institution wisely specified Youngs- 
town’s Full Weight Rigid Steel “Buck- 
eye” Conduit for protection of the 
wiring system from damaging elements 
such as water, moisture, vapor, dust 
and dirt. 


If the proper functioning of your 
electrical wiring systems—in any loca- 
tion, under any condition—presents a 
problem, then Youngstown “Buckeye” 
Conduit should be your specification 
Reports from across-the-nation tell us, 
“It’s easier to bend and thread, wire 
fishing is faster and easier—and its 
superior corrosion-resistance gives a 
much longer service life after instal- 
lation” 





Remember, Youngstown is the only 
producer of rigid steel conduit that 
controls all its integrated operations 
from ore mine to finish threading 
Thus, you can be sure each length is 
of the same high quality that has made 
“Buckeye” Conduit the accepted stand- 
ard of leading owners, architects and 
contractors everywhere. 


Delivery is no problem—because all 
leading industrial and electrical dis- 


tributors carry complete and ample 


Good Samaritan Hospital |}] Architect: Dan A. Carmichael, 


Columbus, Ohio 

General Contractor: 
Knowlton Construction Company 
Bellefontaine, Ohio 


Zanesville, Ohio 


stocks. Why not call today for quick 
and efficient handling of your current 
requirements. 


Electrical Contractor: 
Electrical Contractors, Inc 
Columbus, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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ENJOY SALES ADVANTAGES § 
B UNMATCHED IN THE INDUSTRY 


SEND FOR FREE PORTFOLIO 5412 AND 


SEE FOR YOURSELF HOW 


OFFERS DISTRIBUTORS AN UNEQUALLED 


OPPORTUNITY TO GET A BIGGER SHARE 


eo} mea S is tiem (eute) meee), ba ie] Rey 18 3.) 


URNAS ELectrRic offers you highest quality motor con- 

trol—magnetic starters, drum controllers, push buttons, 
limit switches and many others—all easy to sell because 
of dependable performance, a minimum of maintenance, 
ease of installation, plus many exclusive features. We'd 
like to tell you more about our products, and about our 
policies of selective distribution, attragtive profit margins, 
engineering help and numerous others. 


investigate the advantages of a Furnas Electric 
today for Portfolio 5412—1069 McKee Street, 


If you would like to 
Distributorship, write 


Batavia, Illinois. 
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Manufacturer’s Man... 


Continued from page 55 


by manufacturer’s men. Furthermore, 
the agent should periodically review 
his catalogs on file in the distributor’s 
office and make sure they are up-to- 
date as to new sheets, price sheets, 
etc. 

3. Checking the counter area to 
see if his distributor is displaying any 
of his products or signs, or in any 
way identifying himself as a distri- 
butor for his factory. Many sales pro- 
motional aids are available free or for 
nominal, small charges, provided the 
interested parties know what is avail- 
able from the manufacturer. 

4. Checking the promotional liter- 
ature, such as mail-out pieces, extra 
hand-out catalogs, etc., that the dis- 
tributor has on hand to use in pro- 
moting the line. 


Educating Distributor Personnel 


After satisfying himself that his 
distributor is properly equipped with 
the tools, the next step is to take a 
good look at the workmen. Are the 
distributor’s men familiar with the 
line? If not, the distributor manage- 
ment should be consulted and a time 
set for a meeting or meetings to better 
educate them on the line. This meet- 
ing should be well planned in advance. 

At the same time the agent is 
checking into his distributor setup, he 
should be getting himself settled. He 
should have an office or telephone 
answering service where he can be 
reached at all times or messages re- 
layed to him. A representative who 
cannot be reached when you need 
him is of no help to you. 


Supplementing the Distributor 


The agent’s next problem is to plan 
his own activities to supplement those 
of his distributors. These should in- 
clude calls on architects and engineers, 
contractors, industrial and user cus- 
tomers, utilities. Some of these may 
be made individually, others in the 
company of distributor salesmen. 
There are trade shows, utility pro- 
motions, distributor meetings, etc., all 
of which take some of the time and 
effort of the agent 

Some agents will have to spend a 
lot of time taking off jobs at the 
electrical contractor’s office or at 
places such as Dodge Plan Room or 
Builder’s Service. Afterwards there are 
quotations to be made, complaints to 
be handled and various other odd jobs, 
all of which use up the time of the 
agent. In the larger agency operations, 
sales promotional work may be carried 
by mailings to various types of poten- 
tial customers 
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CALENDAR OF EVENTS 





FEBRUARY 


NATIONAL ELECTRICAL WEEK 
FEBRUARY 8-14 


Electrical Associates, Inc. 
NEW Luncheon 
Sheraton-Astor Hotel 
New York, N. Y 
I eb. 12 


Upper Midwest Electrical Industry 
Convention 


Leamington Hote, (Dual-Element ) 


Feb. 22-25 


15th Annual National Wiring Sales The General Purpose F se 


Conference 


Jung Hotel 
New Orleans, La *interrupting Capacity 
Feb. 26-27 25,000 Amps. A.C. 


oO 


MARCH : 


National Lighting Exposition This is the first low voltage fuse with a published 
New York Coliseum rupting capacity of 25,000 Amps. (15,000 Amps 
New York, N. ¥ than required by U.L. Standard for fuses) | 
March } 





protection use it in place of all ordinary types of { 


600 vours on 
APRIL { SHAW. 


= Tri-onéay 


Edison Electric Institute . 
© DUAL EL 


\nnual ‘ onvention HIGHER INTERRUPTING CAPACITY. 25.000 
aes ins, La a 250 V & 600 V. Handles short-cire 
times larger than ordinary fuses. Expands 
Progress in Electrical Equipment plication into 25,000 Amp. zone, Use it 
Kiel Auditorium plug-in duct, bus-ways, feeders, motor 
St. Louis, Mo panels. branch circuits 


wee 1? LONG TIME-DELAY. Safely starts heavil 


American Institute of Electrical En- motors without blowing. Prevents cireuit 
gineers—Southern District caused by heavy motor-starting currents 0 
Atlanta, Ga swings, Provides matched protectio 

April 8-10 motors 


30th Annual Engineering Conference COGees OPERATION. Runs cool becau 

—Missouri Valley Electric Assn. plating and low [’R losses throughout 
President Hotel 286° KF. or SOO0° lower than ordinary 
Kansas City, Mo links. Ideal for distribution and panel 
April 15-17 boards. motor branch circuits 


Southwestern LR.E. Conference & knife and enclosed switches 


Electronics Show * U.S. Potent Nos Insist on TRI-ONIC. 
a — Memorial Auditorium 2.321.711 ; Ask for TRI-ONIC Bulletin today. 

i S cx 
April 16-18 





@® The Chase Showmut Co, 1958 
Trion) - Mluabe tt The Sule” 
THE CHASE-SHAW MUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of 1-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


MAY 


National Association of Electrical 
Distributors 
Sist Anniversary Convention 


Conrad Hilton Hotel 


Chicago, Ill 

z 
May 24.27 Sle <Q, San, @ @ XD. 
Meetings, addresses, awards 


ference booths Tr-onies ~ 28 C.Q28 THOME” om OT me 
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We're Still Looking for 
an Electrician © 
Who Doesn’t_,” 
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...Why don't you handle them? | 
I need wrenches, cutters and j 
threaders as much as conduit!" j 
/ 






¥ P ? 
Don’t pass up profitable RIGID 
Tool business! Order Today! 


THREADED PIPE...ft’s Tight... It’s Best... Costs Less? 


Two Major Calif. 
Distributors Merge 


CALIFORNIA As published in 
last month’s issue of EW (see “Top of 
the News” page /1): consolidation of 
two major California distributors was 
reported. Merger of Incandescent 
Supply Co., and Phillips & Edwards 
Electric Corp. was announced by the 
officers of both organizations. Here 
are the details promised: 

The move will combine manage- 
ment of all departments and branches 
of the two firms, affecting operation 
in nine Calif. cities. Consolidation af- 
fects company branches in Fresno, Los 
Angeles, Oakland, Redding, Redwood 
City, San Francisco, San Jose, Sacra- 
mento and Stockton 

M. H. Jankelson, San Francisco, 
former president of Incandescent Sup- 
ply Co., will serve as president of the 
new firm. E. A. Phillips, Oakland, who 
headed the Phillips and Edwards Elec- 
tric Corp, will assume chairmanship 
of the board in the combined opera- 
tion 

rhe firm will operate as the Incan- 
descent Supply Co. with general offices 
at 647 Mission St., San Francisco. 

Company spokesmen indicated there 
will be no change in management 
personnel of branch offices, and that 
all manufacturers’ lines formerly of- 
fered by both companies will be avail- 
able through the consolidated organiz- 
ation 

Both companies have been engaged 
in the distribution of electrical sup- 
plies, electrical appliances and lighting 
fixtures On commercial, residential 
and industrial levels. Floor and table 
lamps, fire place equipment and elec- 
tric light bulbs are also offered by the 
new company. Annual sales are ex- 
pected to exceed 15 million dollars 

The rapid growth of California, 
coupled with a rapidly expanding mar- 
ket, make consolidation both a prac- 
tical and desirable decision, Jankel- 
son said The move places us in a 
vastly improved position to better 
serve Our customers and to help them 
meet increased demands.” Richard D. 
Colburn, Chicago, made consolidation 
possible through purchase of the capi- 
tal stock of Incandescent Supply 

Colburn acquired the Phillips Cor- 


poration in 1957 


interstate Electric 
Builds New House 


HATTIESBURG, LA The Inter- 
state Electric Co., with headquarters 
in New Orleans, has built a new 
branch house in Hattiesburg, La 
The building is constructed of metal 
and glass—80- x 120-ft.—with show- 
room in front and warehouse space 
in back It was scheduled to open 
Feb. Ist 
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Split-free, bead-free! \nduction 
welded CIRTUBE EMT, left, proves 
than ordinary EMT, provides easi« 


Easy fishing! A bake 
coating gives CIRTUBE EMT z 
cation for easier wire pulling 


Here operator loads pay-off arm with a fresh coil of selected, precisely slit steel 


easier-working CIRTUBE EMT 
G Le _ begins right here Lifetime exterior, fifa! 


2 


/ Or 


Z3} ; e ~ 
(q ) with the finest steel! Automated quality control! 


Automatic « J 
ontinuing uniforn 


> . 
ll the care in the world can’t make the kind of EMT 


+ 


contractors like working with unless the steel’s 


J | right in the first place 
VAM New CIRTUBE EMT is made with the right kind of steel: 


specially selected, cold rolled, uniform in quality — and with just the 


right amount of carbon content for ideal working qualities 

But the right steel isn’t enough proper processing is needed, too. 
Circle’s modern processes are designed to keep in the natural benda- 
bility of the high grade steels it selects to make CIRTUBE EMT. Result: 
tubing that can take it with just the right amount of workability. 

Proper steel is only one of many reasons why new CIRTUBE EMT 
helps get faster, better looking wiring jobs 

You can order new CIRTUBE EMT now 


local Cire le represe ntative or write 


Tight, easily handled bundles! f 
WIRE & CABLE right, orange tapes 
a subsidiary of pecurety for easy hanaling BNE ONE S08 JOR 
CERRO DE PASCO 
CORPORATION ‘ : 


Fast, friendly service! w: 


PLANTS: Maspeth and Hicksville, N. ¥ SALES OFFICES & WAREHOUSES: In al! principal citie pipet A nees 


ICKE arby warehouse 
RUBBER COVERED WIRES & CABLES * VARNISHED CAMBRIC CABLES «+ PLAST 
NEOPRENE SHEATHED CABLES + “CIRTUBE” EMT 


ec! atTuUBE BT fit! 








This is a Wire Wanderer 





PLUGMOLD in TV Dept., 6. Fox & Company 


PLUGMOLD’ 
GIVES MORE 
OUTLETS FOR 


LESS MONEY 





iMOLD cartoo 
! r Po t, Tim and 
Wirem« 
. out of 
Wiremold man 
has plent f 


ait 


WirewmMoLtD 


THE WIREMOLD COMPANY + HARTFORD 10, CONN 
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Distribution Doings . 


(Stories on page 106) 


SEEN TOGETHER at the new 


Hegeman Electri “ are electrical wh 


_os Angeles office and warehouse f Arrow-Hart & 
lesalers and Arrow-Hart executives. More 
people attended e oper u mMonie ee Manufacturers’ Expan 

C ait 
ge Nard 


lirector 


MAGNETIC MODEL 
nd garette t v tor 
Wr 


nap 


Continued on page 106 
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PLANT MAINTENARICE MEN 


DEPEND ON 
ROYAL PORTABLE CORD 


ececte 


More and more men on the job look for the Royal Stock up on Royal Ru 
name on the Cord and Cable they use to power Jacketed Cords Roy 
industrial machinery and equipment. Because Royal and Royal Heavy Duty 
builds top quality into every foot of cord ... and sions. Cash in on the 
packages it for best protection in storage and easiest quality products and 
handling on the job ... there’s little wonder that 
Royal is the first choice in Industry today See your | 


ROYAL ELECTRIC CORPORATION, Pawtucket, Rhode Isitand 


a ssociate of International Telephone and Telegrap} 


—\ Ss 
SI me 

REMEMBER YR Za NO 
ROYAL . yb CAPS & . “nN : e 


EXTENSIONS CONNECTORS WIRE & CABLE 
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EVERYBODY 


Dispenses Fittings 


as needed LZ 


Representatives in principal cities throughout the | 


pres-SURE-connectors 


in the new 


SMALL QUANTITY PACKAGES 


YOUR SMALLER CUSTOMERS don't have to make big cash 


outlays to get the quantities they need 


YOUR LARGER CUSTOMERS don't have to handle or count 


out small quantities from large packages 


YOU will make more sales to more customers because you 
can now give them the best product in preferred quantities 
in better packages. Simpler for you to stock and to sell 

eliminates counting, stops spillage, speeds order filling, 


simplifies stock records 


YOU AND ALL YOUR CUSTOMERS will like the new SLIP 
TOP Boxes® an exclusive Buchanan development 


NOW BEING ADVERTISED TO CONTRACTORS, 
MAINTENANCE MEN AND OTHER USERS. 


* Small Splice and _ Insulators 100/box. 10 
boxes / std pac kage. Large Splice Caps, large Insulators, 
10 boxes /std 


lators pac ked in re gular boxes. ) 


Caps 


Termend lugs 50/box, package. (Insu 


Write for Bulletin 


and distributor information. 


’.S. and Canada 


| 
| 


ELECTRICAL 


Distributor Doings .. . 
Continued from page 104 


44(¥UR COMPLETE line mind you 

That's exhibit 
unique. Others show one or two types 
of equipment at trade shows . and 
in competition with other exhibits 
We had on display equipment in 17 


what made our 


different categories.” 

That was Martin Luskin speaking 
[he Federal Pacific Electric Co.’s dis- 
tributor sales manager was explaining 
the unusual, all-day (from 10 A.M 
to 10 P.M.) complete line exhibit 
January 8 at the Angeles Break 
fast Club. It was run solely by Federal 
Pacific and featured only their prod- 


Los 


ucts 

Over 650 people, 
tributors, 
were able to view the complete com- 
including heavy trans- 
exhibit aimed at 


among them dis- 


contractors and engineers, 


pany line 
formers. It was an 
the engineering level 
e In the Limelight—The company’s 
new circuit breaker the 
main feature and was on display on 


system was 
the stage of the club’s main ballroom 
The remainder of the equipment was 
iround the perimeter of the 
At each equipment exhibit, 
salesman to 


arranged 
ballroom 


there was at least one 


pass out literature, demonstrate and 


answer questions 


MANUFACTURERS' EXPANSIONS 





NEW BRITAIN, CONN.—A 
office and warehouse has been opened 
Angeles by The Arrow Hart 
Electric Co., Hartford, 
10,000-sq tt of 
the 
personnel 
New 
and 


new 


in Los 
& Hegeman 
Occupying 
the 
headquarters for 
southern 
Arizona, 

Nevada 


Conn 


space new structure will be 
company 
California, 


Utah 


servicing 
Mexico, 
southern 


southern 


CHICAGO—Coleman Cable & Wire 
Co., Schiller Park, Chicago, has an 
nounced the purchase of the property 
formerly owned and occupied by the 
Norge-Chicago Corp 
Borg-Warner Corp 


1 subsidiary of 


PHILADELPHIA— the I-T-E Circuit 
Breaker Co., Philadelphia, Pa., 
announced it will open a major ware 


has 


house in San Francisco to handle sales 
and service of its low voltage electri 
cal equipment in northern and central 
California and the eight state north 
west sector of the country. It is sched- 
uled for completion in April of this 
year and is part of a planned increase 
in warehouses. It will have total 
floor space of 20,000-sq. ft Accord 
ing to the 
them to 
all stock 
tors and 


company, it will enable 
off-the-shelf 


items to distributors, contrac 


vive service on 


switchboard builders 
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t 
~~ 


New rapid-start ballast for two 40w lamy 


New cool Sola rapid-start ballast 


easily passes “in-fixture” heat tests 


Sola engineers the ballast to be an integral part of the 
fixture rather than as an isolated component. This new 
ballast was consequently designed to pass exacting “in 
fixture” tests, for superior performance under the most 
demanding operating conditions. 


This new two-lamp, 40-watt, rapid-start ballast is 
built to allow a coil-temperature rise of only 42°C when 
tested according to U.L. and E.T L. methods. 

In our own laboratory the new ballast was installed 
in a four-lamp fixture, completely enclosed and surface 
mounted on acoustical material. Temperature in the 
fixture channel was 18°C hotter than the usual 40°C 
ambient of U.L. and E.T.L. tests. The following impres 


sive results were recorded: 


e Maximum coil temperature was 89.3°C-—15°C cooler 
than the limit of Class A insulation 


Sola Electric Co., 4633 W. 16th St 


SOLA 


CONSTANT VOLTAGE TRANSFORMERS 


A DIVISItON OF 
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REGULATED DC POWER SUPPLIES 


e Temperature of the capacitor’s case v 


heat limits of the capacitor’s insulation 


e The “hot-spot” temperature on the ballast case 
81°C 59°C cooler than premium-priced ballast 
similarly tested, 9'C cooler than the maximum al 
lowed under U.L. fixture requirement 


Our new level of cooln in ballast case, coils and 
capacitor contributes to full ballast life. Thi 
performance is offered at no price penalt 


premium 


Sola will furnish fixture manufactures with sample 
of this new ballast (Catalog No. 670-109). Write to u 
on your business letterhead, and a Sola sales engineet 
will promptly supply your test ballasts. Sola welcome 
the challenge of having you evaluate this cool new bal 
last in your own fixtures. If you wish merely to examins 
data on the new model, please request Bulletin FL-352 
Write to the Manager, Lighting Sal 


7 = 


MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP BALLASTS 


PRODUCTS CORPORATION 





LOUISVILLE—Stockholders of both 


: * 

S Ht : R M A N TERMINAL LUGS corporations have approved the pur- 
chase of Benjamin Electric Mfg. Co.., 
in Des Plaines, Ill., by Thomas Indus- 

AND CRIMPING TOOLS tries, Inc., Louisville, Ky. Operating 
as a division of Thomas Industries, 
the acquisition of Benjamin Electric 
raises the total operating area to 
1,100,000-sq. ft. and the labor force 
to 2,000. (See EW, Dec. ’58, p. 10) 

INDENTED CRIMP } 

Ni NEWARK—Federal Pacific Electric 

FOR GREATER RESISTANCE J e Co., Newark, N.J. has established a 

TO PULL-oUT F 4 new marketing dept. Effective as of 

iy Jan. 2, 1959, the marketing operations 

for the Newark company will function 
through the joint efforts of line sales 
management and a headquarters mar- 
keting staff, both coordinated by the 
vice president, marketing The com- 
pany’s seven national sales regions 
have been expanded to nine with re- 
gional managers having across-the- 
board responsibility for selling all 
products within their territories. Re- 


MONEY SAVER 
gional offices are now full comple- 


SAVE UP TO 15% ments of district managers and field 
WITH SHERMAN F 


VOID FREE 


CONNECTION 


sales engineers, most of them special- 
ists In particular segments of the elec 
trical equipment market. Three new 
positions have been created in line 
sales management. Reporting to the 
SHERMAN HAND CRIMPING TOOLS general sales manager are sales man 


tain OF DONEH MOUNT Tor Test, easy Insts agers for each of the company’s ma- 


jor customer groups—utility, distribu- 





tor-contractor, and industrial. Among 


ELECTRICAL FITTINGS | other moves, new marketing posts 


_——— have been created for each of the 





ne SL Approved | firm’s major product groups. These 
GF-138 GF-23 i = Type ail | marketing managers will work to pro 
’ Conduit 7 Ground mote sales of the particular product 

= Clamps groups they represent 


Pure Copper — 
Ground Fittings type Ground Fittings age ye up te NE Ww Y ORK—General : ( able ( orp. 
e is acquiring Cornish Wire Co., Inc., 


as —- | of New York through an exchange 


FOR WIRE and CABLE of 50,000 common shares of Gen- 


eral Cable for all the 188 shares of 


Solderless 
Solderless swivel- 











~~ 
<p “Bond-Rod” Wg Cornish issued and outstanding rhe 
GF-18, 19 & 20 closing was scheduled for Jan : 


> 
J GF-16 & 17 Solderiess IJ 1959 


Cast Clamps 
“ — Ground Clamps 


Type — 
Cast Copper Alloy with Heavy Bronze rFARRYTOWN, N. Y.—tThe Carlisle 


> ‘’ ; > ». ac ire » 
PT ne one-piece construction 14 thru «1000 MCM-AWG Corp., Carlisle, f a., acquire d the 
| lensolite Insulated Wire Co., Inc., of 


+ 


Tarrytown, N.Y. on Jan. 2 of this 


. ' 7 
my line of Reliable quality 5 year. The wire company will function 
RETURN THE COUPON TODAY! a 8 wholly owned subeiiaty 0! 


Carlisle. It is reported that there will 











he no changes made in the present 
Sonretene H. B. SHERMAN MFG. CO ae cea ene 
Type personnel or policies of ensolite 
Battle Creek, Michigan 
) . ‘ - a 
Show wo how fan uve to 15% with your < PASSAIC, N.J.—Kennecott Wire and 
14 thru 500 MCM-AWG [_]LuGs ["] CRIMPING TOOL [[] BOTH Cable Co., is now an operating div. 
of The Okonite Co., subsidiary of 


Ht, + Nome Kennecott Copper Corp. The wire and 





cable company will be known as The 


} 
Firm 
H a A Okonite Co.. Kennecott Wire and 
Address Cable div. Kennecott Copper pur- 
chased Okonite on Nov. 24, 1958, at 
Wars veal City Stote 
J the same time acquiring the wire and 


H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN [i> 
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YOUR BEST BUY IN LAMPS 


INCANDESCENT 
Champion incandescent lamps are manufactured in sizes that ran 
This means a lamp for practically every application 


. L_@ Lurt ne Larne 
Rough Service General Ser 
General Serv 
DeLuxe White Lamps 
Infrared Heat Lamps 

pot or Fiood Lamps 

ilvered Bowl Lamps 








HIGH OUTPUT 





GERMICIDAL : 
PRENEAT RAPID START 


FLUORESCENT 
are being constantl 


scent lamps, due t 1 iency 
the f 


‘White’ rs available 


HEAT 


Sell Champion Lamps ar 
Can be yours when you 
brother. For new volume a 


CHAMPION LAMP WORKS 


LYNN, MASSACHUSETTS 
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MILWAUKEE Broadening of the 
Cutler-Hammer field marketing or- 
— ganization by means of increasing the 
CH a oy number of district sales offices from 
i3 17 to 22 and the establishment of 
: five regional sales districts has been 

announced 
: The following Cutler-Hammer 
T = branch offices have moved up to dis- 
apes trict office status with the former 


branch manager becoming the dis- 





trict manager under the new plan 
e Baltimore, R. A. Blue, manager; In- 
1Ve | dianapolis, J. H. Sauer, manager; 
Kansas City, T. R. Christian, manager; 

Minneapolis, C. A. Russ, manager; 
: and Newark, W. M. Reese, manager 
ou. The 22 sales districts have been 
divided into Eastern, Central, South- 


ern, Midwestern and Western regions 


The Eastern region includes the 
Baltimore, Boston, Newark, New York 
u ; and Philadelphia districts 
J. P. Simon has been appointed re- 
gional sales manager. He has been 
succeeded as Philadelphia district 
measure |: ani aoe 
— The Central region includes the 
Buffalo, Cincinnati, Cleveland and 
Pittsburgh districts headed by O. P 
. Proudfoot as regional sales manager 
or Proudfoot has been succeeded as 
7 Cleveland district manager by E. I 
Durham 
The Southern region includes At 
our Pe lanta, Dallas, Kansas City and St 
; Louis districts. E. A. Clark has been 
: named regional sales manager and 


has been succeeded as Dallas district 


y! ~e manager by W. J. Phillips 
mone ao The Midwestern region includes the 
Chicago, Detroit, Indianapolis, Mil- 
waukee and Minneapolis districts and 
is headed by R. A. Haworth, region- 
Guaranteed footage in every roll is al sales manage! R | Hibbard. 
formerly Buffalo district manager, has 
been named Chicago district manage! 
favor when you stoc k and sell Chase - to succeed Haworth. R. D. Burd has 


just one of many advantages in your 





been appointed Buffalo district man- 
ager to succeed Hibbard 
ind Butyl Tapes. Customers go for = The Western region includes the 


Friction, Rubber, Plastic, Neoprene 


Denver. Los Angeles, San Francisco 
and Seattle districts. R. ( Seibert 


lasting tack and eas) has been named regional! sales man- 


their high dielectric and tensile strength 





ager and has been succeeded as Los 
Angeles district manager by W. H 
they can get them. Lay in a Palin 


handling properties. Make sure 


upply now! OHIO—The Youngstown Sheet and 
Fube Co. will expand its tinplate fa 
cilities in 1959. The expansion will 
include a second new continuous an- 
nealing line for its No. 2 tin mill, 
Chase & Sons Inc. Indiana Harbor Works, East Chica- 


LO Ind 


26 Spruce Street 
NEW YORK—Phelps Dodge Copper 
Products Corp. announced the open- 
ing of its new district office in Denver, 


North Quincy, Mass. 


Colo. The office will represent sales 
to distributors in Colorado, Wyoming 
und New Mexico. K. F. Packard ts 


the new district manager 
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handle 


9% 


of all your 
test needs 
with the elereet 


ALL-PURPOSE 
AMPROBE RS-3 


transformer windings of ballas 





Check resistance of 
motor control solenoid coil 


Balancing circuits. 


requirement 
scales. 0-150 200 600 
There’s only one way you ——— : Accurate current reading 
can do it... with the = : to 300 amps on { 
e < ) JTL IIVe 
new AMPROBE RS-3... “ ——— The ohmmeter 
}) 9 ° ] ; : : 
the only teste) mall enough : : specifically for 
to fit in your pocket, yet — low as 0.5 ohn 


versatile enough to measure ¢ ; ahi; ‘ , 
[ abling you to reac 


volts, amps, : . E the difference betwee ) 
and OHMS! ~ cuits and actual coil r { 
Doesn’t it make a helluva lot mors 
sense to u n one all-purpo 
instrument than to tote three 
arate testers that can’t even com: 
close to AMPROBE eftliciency 


| yramid Instrument Corporation, Lynbrook, N. Y. In Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto 
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This Machine Tool Control 
Transformer Design 


Meets 90% of all 


Application Requirements 





This series of transformers has been designed to meet the need of 
applications where the primary voltage supply is off-standard. Although 
current may be delivered by the power company to the plant sub-station 
or line transformer at nominal 230, 460 or 600 volts, the distribution 
of that current through the plant, 
with heavy demand loads, and long 
distribution lines, often causes a sub- 
stantial voltage drop at various 


points of use 


Chis control transformer can be used 
on any application where primary 
voltage supply is 208, 220, 230, 240; 
380, 400, 416, 440, 460, 480: 500, 
550, 575, or 600 volts. It will pro- 
vide output voltages of 85, 91, 95, 
99; 100, 110, 115, 120; 125, or 130 
volts. This range is accomplished by 
connection to the proper external 


laps 


Regulation curves for these mullti- 

tap voltage transformers are essentially the same as the curves for con- 
ventional voltage transformers of like VA rating. This multi-tap voltage 
transformer has five primary terminals, with adequate spacing to pro- 
vide ample safety. Terminals are rigid to withstand ordinary pressure 
in making tight connections 


Conventional Control Transformers 


Available in 4 Styles 











rhis line of control transformers are of the normal reactance type for use 
where supply voltage is to be reduced and current required fairly constant 
The four styles shown are carried in stock in ratings from 50 VA to 250 VA 


ACME ELECTRIC CORPORATION 


672 WATER STREET . CUBA, NEW YORK 


CENTRALIA, MO.—The High Volt- 
age div., Porcelain Products, Inc., was 
merged with the A. B. Chance Co., 
Centralia, Mo. on Jan. 1 of this year. 
Porcelain has been operated as a 
Chance Co. subsidiary for the past 
three years. As a result of the merger: 
George Ruoff, formerly president of 
the subsidiary company, has_ been 
made a vice president of the Chance 
Co. Harold Elliott, formerly Porcelain 
Products sales manager, has been 
transferred to Chance company head- 
quarters, where he will be product 
manager, insulators. All of the stand- 
ard high voltage insulators made by 
the Porcelain plant will now be mar- 
keted as “Chance Insulators.” The 
Chance Co. regional sales managers 
will be responsible for sales of the 
insulators. Sales representation will in- 
clude some of the manufacturers’ 
agents who have been handling Porce- 
lain Products, plus many Chance Co. 
salesmen. The low voltage division of 
Porcelain will continue to operate as 
a division of the Chance Co., with a 
separate marketing system 


NORWALK, CONN.—The Edwards 
Co., Inc., has opened a new regional 
sales and service facility in Melrose 
Park, Ill. It will serve as a_ stock 
redistribution center and will house 
the company’s central regional and 


Chicago district offices 


LATROBE, PA.—Emerson Electric 
Mfg. Co., St. Louis, has acquired the 
Imperial Lighting Products Co., La- 
trobe, Pa. The new company will be 
a wholly owned subsidiary of Emer- 
son Electric and will be known as 
Emerson-Imperial Lighting Co 


CHICAGO Consolidation of Na- 
tional Electric Coil Co. with MeGraw- 
Edison Co. has been completed 


NEWS 





GE Wire and Cable 
Has New Cash Discount 


BRIDGEPORT, CONN rhe 
General Electric Wire and Cable dept, 
has announced adoption of a new cash 
discount of 2° 15th proximo, net 
end of proximo month covering sales 
to its franchised distributors of all 
types of wire and cable except magnet 
wire. This new schedule applies to 
customer orders accepted as of and 
subsequent to Jan. 15, 1959. 

In announcing the new discount 
schedule, J. S. Overstreet, manager 
marketing, General Electric’s Wire 
and Cable Dept., explained that it is a 
“continuation of actions and efforts to 
simplify business procedures and to 
help its distributors increase the efh- 


Continued on page 114 
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EVERYBODY'S 


FUTURE 
iS BRIGHTER 


. 


Tt hl .~— 


...when you become known as “the Roebling Distributor’’! 


can—by becoming a Roebling distribu 


means you'll have a complete line of wire 
of unsurpassed quality. What’s m 


If you haven’t noticed already, let us tell you! 
More and more Roebling Electrical Wire and Cable 
is being used in more of the bigger, more impor- products 
tant installations than ever before. And—out of you'll have the entire Roebling organization bach 
Roebling’s Product Development Laboratories this ing you up. Expert technical service—the kind that 
year have come some of the most revolutionary 
and useful new wire and cable products and prod- 
uct improvements that you're likely to see in many Get all the facts about how ¢1 
a year. 

; when you become a Roebling 


can be priceless in some situations 


when you or your customers need it 


f 


or wire or phone collect— toda 
Division, John A. Roebling 


Irenton 2, New Jersey 


Nothing succeeds like success—and, frankly, we'd Fea Ee £3 £_§ Ri cS é> 
—_ 


like you to share in Roebling’s new progress. You , ss ; 
P © s ranch es in Pr r e 


Subsidiary of The rodo Fue 


And Roebling’s achievements are being pre-sold 
to your customers in impressive ads addressed to 


every wire-using field. 
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DiEIi>) 
The 20 SECOND ANCHOR* 


HAMMERS HOME PROFITS 








RS ritcd x \ yr 4 
e SS \ r 
a AK ry \ 


“One of our distributors sold 
over 60,000 DHD HAMMER. 
DRIVES last year! During © 220 
February and March this year a ‘BIG 
PUSH’ is on for this big profit item. 
There is to be advertising in many trade 
magazines and direct mail sampling to 
public utilities. Why don't you join with 
us for the BIG PUSH — and get in on this 
large profit item? Write me for details.” 


Carleton H. Bunker, President 
( 3/16 x 7/8 size. Installed hole and al!!) 


DIAMOND EXPANSION BOLT CO., INC. 


GARWOOD, NEW JERSEY 


Detroit, Los 
incisco, Seattle 


BRANCHES: Atlanta, Bost 


Angeles, New 





Louis, Washingt 
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Cash Discount... 
Continued from page 112 


ciency of their operations and enhance 
thei sales effectiveness Previous 
steps in this program included the de- 
partment’s recently announced price 
policy effective January 10, 1959, and 
its price protection and investment 
compensation plans which have been 
in effect for several years. Overstreet 
emphasized that these policies and 
plans are directed toward a fair bal- 
ance of the responsibilities of the 
parties involved 

The recently established price policy 
provides in the main, that billing 
prices for shipments of all classes of 
General Electric wire and cable, ex 
cept magnet wire, will be those in 
effect on the date of acknowledgement 
of the order by General Electric o1 
those in effect on the date of shipment, 
which ever is lower provided: (1) all 
information necessary for the produc- 
tion of the material ordered is re- 
ceived within 30 days from the date 
of acknowledgement of the order and, 
(2) the purchaser accepts General 
Electric’s delivery schedule. The policy 


also spells out in detail billing prices 


which will be effective where these 
two conditions are not met 

e Favorable Business Climate 
A price policy such as this is simple 
and equitable and is entirely adequate 
for day-to-day business transactions 
In addition, the department also stated 
it will contribute a firmness necessary 
to produce a business climate favor 
able to its distributors and the com 
pany 

e Greater Incentive—The announced 
purpose of the GE investment com 
pensation plan is to provide a greater 
incentive for its franchised distribu 
tors to carry adequate stocks of GI 
wire and cable so that they may pro 
vide the type of service that will im 
prove their opportunity for more bus! 
ness. Investment compensation is paid 
to franchised distributors based on 
shipments to their stock of wires and 
cables covered by the price protection 
plan. Investment compensation pay 
ments increase in direct relationship 
to the number of turnovers effected 
e Price Reduction Protection—Ac- 
cording to the department, the price 
protection plan protects distributors in 


the event of price reductions on num 


erous classes of wires ind cables 
shipped to their stock. By the terms 
of this plan, GE will protect the un 


sold portion of its franchised distribu 
tors’ owned stocks which are actually 


in the distributor's inventory or in 


transit thereto on the effective date of 
the price reduction and which were 
shipped to them in the 90-day period 


immediately preceding the effective 


Continued on page 116 
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500 watts 


ular items {re 


Revere offers a wide choice of Cluster-Lites, Splice Boxes and re- 
lated fittings. Cluster-Lite Lamp Holders are available in both open 
and enclosed types for use with medium or mogul base lamps up to Re 


vere jor 


For any outdoor lighting problem 
choose from the widest line of all - Revere’s 


No two outdoor lighting problems are alike. To solve Engineering help is not necessary, of course, on 
them all efficiently, access to a great variety of lighting Cluster-Lite sales. However, Revere lighting engineer: 
equipment is a must. That’s why Revere offers you the are fully competent to help you with your customers 
widest line of outdoor lighting available, from simple special lighting problems. Your customers get on-time 
Cluster-Lites to fixtures for highly engineered lighting delivery of fixtures for incandescent, mercury or fluo 
applications. The complete Revere line makes it pos rescent lighting, as well as hinged, rigid and separable 
sible for you to provide the one best solution to any poles and accessories 

outdoor lighting problem. You can select all perfectly Write for catalog of Revere’s complete line of matched 
matched components, and save on ordering and pricing. outdoor lighting equipment 


OoOuUTDOO LIGHTING 


0 Lehigh Avenue { irban Nile 


Revere Electric Mfg. Co. © 7420 Le Ay 


n Ds . ' 
' i f P 1 e Tele WUX Nile 


Long Distance Phone: NI le 


In ( anada Ci 
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Cash Discount. . . 
Continued from page 114 


date of the price reduction 

These last two plans were said to be 
consistent with the General Electric 
Wire and Cable Dept.’s policy of not 
interfering with a distributor's inde- 
pendence of operation or freedom of 
activity. The announcement added, 
“They are intended to relieve the dis- 
tributor of the expense and burden of 
consigned stock records and the obli- 
gation of attempting to produce a 
turnover rate required by a manufac- 
turer.” 


NWC Coming Up 
New Orleans on Feb. 26th 


NEW YORK—The 15th Annual (5 
Wiring Sales Conference, sponsored 
by the National Wiring Bureau, will 
convene at the Jung Hotel in New 
Orleans on Feb. 26-27. Its purpose 
will be to discuss the latest ideas in 


“JIC” Enclosed wiring troughs 


wiring promotion. Present will be rep- 


It pays to figure on resentatives of distributing and manu- 


facturing firms, utility companies, con- 


tractors and members and represen- 
liquid-tight “JiC" wiring enclosures 


tatives of electrical associations and 


local adequate wiring bureaus 


Features 


The conterence program, under the 
chairmanship of Milton Allen, vice 
president in charge of sales, Philadel- 
phia Electric Co., will feature both 
commercial and residential wiring pro- 





Keystone now offers a complete line of “JIC” 
wiring enclosures designed to provide positive, 
sealed protection against dust, dirt, oil, water 





and coolants! You'll find liquid-tight wireways, motions 

fittings, troughs, boxes and cabinets in a wide e Sales—ITIhe “Sales Line for *59” 
1106" Porentngl end range of sizes to meet your exact needs—all will be investigated by J. R. Furber, 
Pull Box Enclosures produced to the electrical specifications of the veneral sales manager, Northern States 

Joint Industry Conference Standards Power Co., Minneapolis; Robert E. 

What's more, when you want an item, you get Ingmire, manager, inter-industry ac- 


it—fast—from large stocks maintained at both tivities, Live Better Electrically, and 


factory and regional warehouses! In addition, Andrew Doremus, advertising man- 
Keystone offers a complete design and build ager. Construction Materials. div.. 

1 service for producing custom enclosures to | General Electric cz. Bridgeport, 
fulfill your special requirements! . 


|} Conn 

e Profit—‘Planned Profit Power,” 
the new commercial wiring program, 
will be presented by Sidney Blumen- 
thal, a representative of NECA on the 
National Wiring Bureau. 

e Awards—The annual awards for 
residential wiring promotion to one 


electrical distributor, one contractor 








NEMA Type 12—“‘JIC"’ 
Control Panel Enclosures 


and two utility representatives will be 


presented. 








Oil-Tight | © The Future—A long range look at 
Pushbutton commercial wiring market will be 
Enclosures 


made by Burr Martin, publisher of 
“Today's Business” and by John H 
3 NEW CATALOGS — Contain complete Fooks, director of engineering, con- 
information on the entire Keystone ¥ r 
quality line. Send for your free set today! 





sumer products, Westinghouse Electric 
| Corp., when he talks about the future 

developments and applications of elec- 

tricity in homemaking 

e Promotion—A discussion by H. H 

Watson, a member of the Industry 
| Committee on Interior Wiring Design, 


EYSTONE MANUFACTURING COMPANY 


23328 Sherwood Road e Warren, Michigan 





ELECTRICAL WHOLESALING—Februvary, 1959 


New BLACKHAWK Bender demonstrator plan 


Big new opportunity to zoom your tool sales SUPER-FAST, 2-SPEED 
for the spring construction rush! Revolutionary Blackhawk ELECTRIC PUMP WILL SET 


Demonstration Plan lets contractors, maintenance men “try 
before they buy.” You let them use a bender on-the-job EVEN MORE SALES RECORDS! 
actually prove that Blackhawk has the fastest bend 
that terrific savings are possible by eliminating pur @ New mode! P-55' 
chased elbows and couplers up to 50° 
You “wrap up the deal” with a special, new interest-free electric 
extended terms program that enables you to offer your cu 


pump 


Only electric pumys 


tomers up to six months to pay! They pay for the bend 
4} re ath. pay under full load 


out of profits no big investment required! 
Two-speed action 

e + * proach, twice the speed under load! 

is how to make this demonstration 

program pay-off for you 

Call your Blackhawk man and get all the detail pn 

demonstration units, direct mail pieces, extended terms 


This new pump available as part of 
demonstrator program, too 

Fastest, safest, quietest 

ful pump on the market! 


special sales helps that get you programmed fast! The 
nothing complicated Blackhawk furnishes the den 
strator, you use the sales helps and move the merchandise! 
Plan your program now! 


Phone or wire for programming 
details on this great new 
demonstrator plan now! 


World's Most Complete Line of Hydraul 


BLACKHAWK: 


BLACKHAWK MFG. CO., Dept. P-4429, Milwaukee 46, Wisconsin 
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from Bridgeport, Conn., of FHA Min- 

imum Property Standards and the 

1959 National Electrical Code (see 

e Distributor Chairman—The_ key- 

note address will be given by C. L. 

* s Osterberger, vice president in charge 

for high rofit and of sales, Louisiana Power and Light 
p Company in New Orleans. Among the 

session chairmen is Lester E. Barrett, 

president, Barrett Electrical Supply 


repeat business With — Corse Louis 'mo 


Changes Due in 
hammer in fastenin National Electrical Code 
g BOSTON—The 1959 National 

Electrical Code, incorporating a num- 

ber of important changes from the 

1956 edition, is now in the process of 
by 
. U MB being drafted. The proposed Code is , 
i ER to be acted on at the National Fire 


Up Protection Association Annual Meet- 








ing to be held June 1-5 in Atlantic 
City, N.J 


Marcus Transformer 
~ Goes ‘Public’ 


RAHWAY, N.J The Marcus 
Iransformer Co., Rahway, N.J. has 


7. . 





| VES! wp te 
Hay, 
| . Shurs Str 









FASTEN TO * 





announced the public offering of 
000 shares of common stock at $4.00 
Tw x per share. It is the first time in the 
history of the company. The reason, 


according to the company, lies in ex- 
pansion intentions. Private capital 
places a limit on future growth 


Peerless Electric 

Moves to New Location 
INDIANAPOLIS Peerless Elec- 

tric Supply Co., Indianapolis, Ind., 30 

Veal old electrical wholesaler. has 


moved its main office, sales facilities 


and warehouse to a new 40,000-sq. ft 


building with 6,000-sq. ft. of display 


room space, loading dock facilities, 

Find out today how Shure-Set can increase air-conditioned offices, and customer 

your Store traffic, build your customer list, and parking space. Stock will also be kept 

assure steady repeat business on high-profit at the firm’s former down town loca- 

fasteners for concrete and steel tion to provide pickup service for that 
area 


Shure-Set is the amazing tool designed to solve 

your customers’ light-fastening problems quicker, easier 
ind more economically without need of a cartridge 
Carpenters, electricians, plumbers, home craftsmen — 
all need versatile Shure-Set and ‘‘job-fitted’’ 


According to the firm’s treasurer, 
Paul H. Keller, the new location will 
meet the needs of the company for 
many years to come 


threaded studs or drive pins to fasten into concrete, . * 
mortar, cinder block or metal. They'll be glad Four Distributors 
to know that the R-275 model sells for only $7.95. Elected to NAED 


Write today for full details on lining up with the New York—Four new electrical 


fast-moving Shure-Set line. See nationa//y-advertised wholesale distributors have been 


Shure-Set on the “Building America” television series. elected to the National Association of 


Electrical Distributors 
The new members are 


/n addition to hammer-in Shure-Set, the versatile Ramset Fastening Baldwin-Hall Co., Inc., Syracuse. 
System includes Ramset powder-actuated tools for heavy-duty N.Y... with a branch house in Pots- 
fastening, and Ringblaster heavy-duty ki/n gun. dam. N.Y 


Harris Electric Supply Co., Nash- 


ville, Tenn 
Platt Electric Supply Inc., Port 


land, Ore 


Ramset Fastening System 





NCHESTER-WESTERN DIVISION +» OLIN MATHIESON CHEMICAL CORPORATION Piedmont Electric Supply Corp.. 


8B BEREA R AD + CLEVELAND, OHIO ( harlottesville Va 
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SPANG Underfloor Duct provides 
for future wiring expansion 


at Moisant International Airport 


“We installed over 6,500 ft. of SPANG 
Underfloor Duct on the second and third 
floors and West Pier at Moisant Inter- 
national Airport Terminal Building in 
New Orleans to handle power and tele- 
phone wiring,” says Mr. Walter J. Barnes, 
proprietor of Walter J. Barnes Electric 
Company, New Orleans, Louisiana. 


Offers many advantages 


*“SPANG Underfloor Duct offers ease of 


handling and installation plus clearly- 
marked junction boxes that practically 
eliminate installation mistakes. Power 
and phone lines are readily accessible at 
regular intervals. Future expansion and 
office changes in the terminal building 
will be easily handled, regardless of wir- 
ing requirements, without extensive or 
costly construction.” 





THE NA 





SPANG 
UNDERFLOOR 
puCT 









IONAL SUPPLY COMPANY 


*‘We've used SPANG Underfloor Duct bef 
says Mr. Walter J. Barnes. ‘it 
t future expansion was 
ts election for the fh 
, 


serves 14 airlines. 


Helps you save money 
Get all the facts about how SPANG 
Underfloor Duct... and SPANG Header- 
duct and newly-designed SPANG Fittings 
. can help you make fast, top-quality 
installations. Write for complete liter- 
ature, or phone your nearest SPANG 
Representative. 


Architect: Goldstein, Parham & I 
Herbert 4. Benson and George 
New Orleans, La. 


Electrical Engineer: Louis N. Gox 
Associates, New Orleans, La. 


General Contractor: J. A. Jones Construct 
Company, Charlotte, N.C. 

Electrical Contractors: Walter J. Barne 
trical Company, and Gibson & Odon 
tric Contractors, New Orleans, La 


? 
BRMCG 
» 





TWO GATEWAY CENTER, PITTSBURGH, PA 








For the long haul 


, ) 
ak 


( 


4 


accete., 
‘ 
‘ 
¢ 
feo) 
a 


ete 
e 
foec® ¢ 





stock 


GALVANIZED 
STEEL STRAND 


Stringing lines over woodlands or difficult terrain Is an expensive 
initial operation. But maintenance, too, can be costly unless the guy 





and messenger wires have the strength to withstand severe storms 
and the corrosion-resistance to assure long, trouble-free service. 


To meet these requirements, CF&l carefully controls every step In 
drawing, galvanizing and stranding Its Galvanized Steel Strand. 
Extreme care in cleaning and galvanizing produces a heavy, tightly- 
bonded coating of pure zinc that provides maximum protection 
against corrosion. CF&l Strand meets or exceeds ASTM Specifica- 
tions A-122 or A-363, or can be made to meet customer specifications 
in seven- and three-wire constructions. 


_ a ee 
Your nearest CF&l representative will give you full details. Call 
him today. 


GALVANIZED STEEL STRAND \ 

THE COLORADO FUEL AND IRON CORPORATION , 
SBOOA 
Albuquerque * Amarillo * Atlanta * Billings * Boise * Boston * Buffalo* Butte * Chicago * Denver * Detroit * El Paso 


Ft. Worth * Houston * Kansas C ° ¢ Neb.) ° ngeles * New O leans * New York * Oaklan *Oklahoma City 
° € L L A oO k d klah cl 
adelphia* Phoenix * land * J ° Lake City * San Francisco * san Leor o* Seattle* Spokane * Wichita 
Philad h P Po Pueblo a k F 5 L d 
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NAED REPORTS 
Continued from page 66 


What really must be done is to 
change these men’s habits, and to do 
that they must get involved in this 
training. Actual practice sessions in 
the sales methods recommended must 
be included in this course. 

The third basic conclusion was this: 
This program can be effective only if 
each distributor conducts his own 
meetings for his salesmen. Sales train- 
ing—good sales training-—is not some- 
thing you can buy on the outside and 
apply to your salesman like a bunion 
plaster. It has to be built into your 
operation 

For example, to train your men to 
do a better job on opening new ac- 
counts, you've got to discuss this topic 
in terms of the kinds of prospects 
they'll be calling on right in your own 
city. And the distributor or his sales 
manager will want to watch the re- 
sults to see that the men aciually ap- 
ply some of the methods they have 
discussed in the training meetings. 

Therefore, this sales training pro- 
gram developed by NAED consists 
primarily of a series of carefully plan- 
ned sales conference meetings which 
a distributor or his sales manager will 
conduct. 

Each distributor who enrolls in this 
program receives instructions on how 
to run really effective conference-type 
meetings, plus complete outlines for 
each meeting and a few simple shirt- 
sleeve props 

The NAED sales training program 
consists of 12 basic meetings, which 
last about an hour and a half each, 
plus eight more optional meetings 
which each distributor can use or not, 
as he sees fit. 

For example, one of the basic meet- 
ings 1s on the topic of selling the 
benefits instead of the features of the 
product. One of the optional meetings 
IS a practice session in which sales- 
men apply this principle to some of 
the products they sell 


Here are some of the topics of the 


basic meetings: “Overcoming the 
Price Problem”; “Selling Yourself and 
Your Services”; “Sales Obstacles and 


How To Overcome Them”; “Building 
Volume with Your Present Custom- 
ers”; “Selling Your Time at the High- 
est Price”; “Opening New Accounts”; 
“Handling Complaints”; “Inside Sell- 
ing.” 

The optional meetings include: a 
practice session on handling the price 
problem; sessions devoted to building 
volume with different types of custom- 
ers; sessions that cover opening ac- 
counts with different types of cus 
tomers 

Here is exactly what is contained in 
the Sales Builder Sales Training 
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For a gentle 
chime... 
a blasting horn 
...or a complete 
audio-visual 
system 












~ COMMUNICATIONS 
ste SReRLé fanaday 





Whatever vou problem, simple or complex, our engi- 

neers assist in designing the system that best suits vour 

needs, Simply call your nearest Sperti Faraday represent- 

ative or write Sperti Faraday, Inc., Adrian, Michigan, ry ss 
! f Roel é 

In Canada, write Sperti Faraday, Ltd., Montreal. Waldorf-A Hotel, H 
1 Hotel I ’ rT 
Reed H J Hoph 

Ilo lal / 


Specialists in: FIRE ALARM SYSTEMS © COMPLETE CLOCK SYSTEMS HOSPITAL SYSTEMS « 
PATIENT OBSERVATION (CLOSED CIRCUIT TV) © AUDIBLE SIGNALS © ANNUNCIATORS © CODED 
PAGING SYSTEM © SYNCHRONOUS CLOCKS © TRANSFORMERS © CONTACT DEVICES Spenrti 


fahaday Inc. 


ADRIAN, MICHIGAN 





: SINCE 1875 DESIGNERS AND PRODUCERS 
Page-Boy of your Org OF VISUAL AND AUDIBLE SIGNALS 
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LIKE BIG OUTDOOR LIGHTING SALES? 








— “ag 


Units, rpbéccessories, Prices / 


The Steber line offers every popular type of unit for spot and 
floodlighting loading docks, railway yards, parking lots, sports 
areas, plazas—anywhere good, economical lighting is required. 

When you specify Steber, dollars go farther and outstanding 
lighting installations are achieved on even limited budgets! 





EBER 





STEBER FLOODLIGHTS 


SERIES 4000 
SPORTSLITER 


SERIES 2400 
700-1000 WATT MERCURY VAPOR 


NEW COUNTER-BALANCED 
HEAVY DUTY POLES 
Steber hinged poles are available 
in 16’, 18’, 20’, 24’ and 30’ heights 
Standard or heavy duty types 

for every application. 

New Steber Counter-Balanced 
poles are designed especially for 
heavy loads such as fluorescent 
floodlights or mercury vapor 
floodlights with attached bal- 
lasts. The counter-balance makes 
raising and lowering heavy loads 
easier and safer. 

For more information, write 
for catalog. 





2) 


101 Lighting 
Combinations 
—from stock 


STEBER FLOODLIGHTS 
for Pole, Wall or Crossarm Mounting 

Steber floodlighting equip- 
ment eliminates wasted time and 
effort — makes selection of light- 
ing units simple and convenient 
by offering a wide range of flood- 
lights for incandescent, fluores- 
cent and mercury vapor lamps. 

In addition to the wide variety 
available, all Steber floodlights 
feature the latest aiming, mount- 
ing and wiring devices for con- 
venient installation and easy 
maintenance. The exclusive 
Steber electro-chemical finish 
“ANODAL”’ produces a glass 
hard dirt-repellent, weatherproof 
finish on all aluminum reflectors. 

Write for the Steber Catalog 
today. Examine the complete 
Steber line of floodlights, spot 
lights and poles 


Lighting Units IMOWBIAA for Every 





STEBER MANUFACTURING CO., DEPT. 71-B, BROADVIEW, 





Steber Manufacturing Co. of California, 242 S$. Anderson St., Los Angeles 33, Cal. 
Divisions of The Pyle-National Company 
PYLE-STEBER LTD., 33 Ingram Drive, Toronto 9, Canada 
Subsidiary of The Pyle-National Company 


ILL. 





Course kit of materials: 

e The conference leader’s manual, 
with full instructions on how to con- 
duct the course. The most important 
parts of this manual are the sugges- 
tions on how to run an effective con- 
ference-type sales meeting—how to 
get a discussion started, how to keep 
it on the track, how to get all the men 
participating, and so on 

e Complete outlines and guides for 
each of the 20 meetings 

e Flipchart which contains one or 
two sheets for each meeting—sheets 
which list the major topics of that 
meeting to help keep the discussion 
on the right track 

e Recording, “How To Conduct 
Successful Conference- Type Meet 
ings,” that can be reviewed by the per 
son running the course. The record 
describes gimmicks and other ways to 
create interest and participation of 
those taking the course 

e Phonograph records of typical 
sales calls that can be used in some 
of the meetings. After the salesmen 
listen to the record they analyze the 
call and discuss ways it could have 
been improved. After the discussion 
the other side of the record ts played, 
the side on which a panel of exper 
enced distributor sales executives tell 
how they would have handled the 
Situation 

e Also included are a number of 
checklists and worksheets to distribute 
at the end of each meeting The sales 
men will use these for their own notes 
and will accumulate them in a loose 
leaf book. Other than these one-page 
summaries, there is no literature o1 
homework in connection with — this 
program 

e To provide change of pace in 
the meetings, the meeting outlines in 
corporate a number of different meet 
ing devices. For example, the meet 
ings will include: role-playing ses- 
sions, in which salesmen practice 
handling various selling situations: 
printed skits which two members of 
the audience can read without previ 
ous rehearsals; instructions for con 
ducting a blackboard analysis of sales 
problems: case histories which the 
conference leader reads and lets the 
salesmen discuss: suggested guest 
speakers whom management will in 
vite to participate in some of the 
meetings 

All told, this NAED Sales Builder! 
Conference program will give the dis 
tributor a practical sales training pro- 
gram which is truly tailor-made for 
his salesmen and which, through dis- 
cussion and participation, can be fur- 
ther adapted to his specific sales prob 
lems 

The NAED program is, by no 
means an oOpen-sesame for the solu- 
tion to all sales problems in the indi- 
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U. S. Pat. No. 2,820,113 
other patents pending foreign patents applied for 


UL LISTED — CSA APPROVED te 


In single pole, double pole, 3-way and 4-way models. 


Brown or ivory touch button. 


Sold only through electrical wholesalers. 
Or for further information and prices, 
write Rodale direct. 


February, 1959—ELECTRICAL WHOLESALING 


ACTUAL SIZE 


Compare Touchette with any touch switch simply by 
pressing them together, button to button. With just the 
merest pressure, you’ll see Touchette switch on. . . then, 
with considerably more pressure, the other switch will do 
the same. It’s as easy as that to prove to yourself which 
switch actuates more easily. For that’s the beauty of 
Touchette. Just a feather-light touch . . . it’s on. Another 
touch, and it’s off. 


Feature for feature, you'll find Touchette the ideal switch 
for new construction or remodeling jobs. Easy to handle, 
Touchette measures just one inch in depth. . . is 
quickly installed even in boxes where several wires 
already enter. Rated 15A-120-277V, Touchette operates 
on full line voltage . . . fits standard outlet boxes and 
toggle wall plates... needs no special wiring 


Yet with all these operating and installation “‘plusses,”’ 
Touchette is the Jeast expensive touch switch on 
the market. 


Could any touch-action switch possibly offer more? 


epedenic manufacturing co., inc. 
dept. W2 emmaus, pa. 








NOW — AN ENTIRELY NEW CONCEPT IN 


watertight 


service entrance 


connectors 


THIS exclusive M&W fitting introduces a new 
high in simplified installation. The hex-nut cast- 
ing compresses the neoprene gland directly into 
the hub of the meter socket. This permits a 
faster, easier installation. The conical metal 
sleeve gives ample take-up around the cable, 
prevents cable-twisting, and makes a more 
adequate seal with neater appearance 


New HNS-23 M&W Connectors save time, 
cut costs, provide ONE connector to handle ALL 
sizes of 100-amp rated cable. Write today for 
sample fitting, prices and details 


Non-Water-Tight Connectors Ground 
Clamps Service Entrance Mast Kits 
Service Entrance Caps, Straps and Sill 


Plates BX and Romex Connectors 


Patent 


or 


EXPLODED VIEW 
shows hex-nut casting 
which compresses into 
threaded meter hub 


INSTALLED VIEW 
A neater, water-tight 
seal at lower cost 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, 


OHIO 





it a V, and mae elronn Technic ians! 


e Customers won't compromise ... They order 


Xcelite 


and come back for Xcelite . . . Customer 


Satisfaction means more Sales and Profits for yout 


Sell Xcelite Tools... Preferred by the Experts! 


XCELITE, incorporaten 


ORCHARD PARK , NEW YORK 
Canada: Charles W. Pointon, Ltd., Toronto 


PREFERRED BY THE EXPERTS 


vidual company. It will take a little 
effort on each member’s part. You 
don't get something for nothing—in 
sales training as in everything else 

But if the distributor gets this ma- 
terial, follows the suggestions, and ap- 
plies them to the best of his ability, 
hell have a sales training program 
that will repay him many times over 
tor the time and money he invests in 
it 

Good Selling! ! 


PEOPLE IN THE NEWS 





Mitchell P. Kartalia, manager of 
Square D Co.’s Marketing div. in 
Detroit, has been elected a vice pres- 
ident of the company. He is respons- 
ible for all programs within the total 
marketing concept, including distrib- 
utor relations, field office operations, 
national advertising, market research, 
product development liaison, and ex 


port activities 


John F. McKiernan is now sales 
and application engineer, midwest dis 
trict. for the Triangle Conduit & Cable 
Co., Inc., New Brunswick, N.J. He 
will be available to consult and advise 
distributors, utilities, consulting engi- 
neers, contractors, on technical basis, 
with wire, cable and conduit appli 


cation problems 











STRINGER 
SAFETY EQUIP. 


can handle your orders for 


White Rubber Gloves 
Salisbury Linemen’s 
Rubber Protective Equip 
Kunz Leather Gloves 
Brooks & Miller 
Adjustable Climbers 
Chippewa & Herman 
Linemen Boots 
Linemen Flares 
Danger Signs 

Davis First Aia 
Equipment 

Carhartt Linemen 
Overalls 

Stringer Linemen 
Equipment 


Sold through the electrical 
wholesaler—attractive discounts. 


NY; < 


Write for new Cat 


UTILITIES SAFETY SUP. CO. INC. 
LEE’S SUMMIT, MO. 
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Success stories 
like these mean Nitin ad 
satisfied customers poten aR NaNO ROR TE 


for days on end in water and muck, an Okocord trailing cable keeps the 
huge River Queen in constant operation 


for you, when you sell 
OKOCORD portable 
cables 





On big jobs like the tough ones shown on this page, 

you'll find Okocords chalking up excellent service 

records on assignments that might well knock out 

ordinary portable cables. One reason is Okonite’s of tank la Bi 


ability to come up with unusual designs, special Display strength and flexibility. Okocord power and control cables wind 
service characteristics or engineered accessories to and unwind continually to move up and down with this bridge's 1000 ton 
eS f - lift span... withstand sunlight, high humidity and corrosive salt spray 
meet unusually punishing environments or mechanical 

action. And their mold-cured toughness, their 

“‘Quality-Controlled’”’ manufacture of standard as well 


as special designs help explain why .. . 


For normal, rugged usage, such as portable tools in 
construction projects, shop work or other industrial 
operations, Okocord outperforms any other cable. 
This extra value built into every Okocord means 


more satisfied customers for you. 


_—, 


Outiast others 2 to 1. Okocord mine shuttle car cables show unequalled 
staying power even though faced with constant reeling under tension 


For complete specifications on run-overs and abrasion from falling coal 


the many Okocord construc- 
tions, including splicing and 
terminating instructions and 
other engineering information, 
write on company letterhead for 
64-page BulletinWH -1108, The 
, Okonite Company, Passaic, N. J. 


ttexibte cords 
an 
portable cables 


ee 





where there’s electrical power. . . there’s 
Withstand intense heat. This open heart! arging buggy is controlled by 


Okocord flexible cables that must wind and ur every time the arm 
OKONITE CABLE enters the furnace—hundreds of times dail 





ALBANY RBR 


WIRE PULLING COMPOUND 


... pulls all covered wires 
and non-metallic cables .. . 


* 
FASTER and gen SMITH wan stctd vice preter 


Fife Electr supply Vetroit Mich 

3 at a meeting o n board t director 

TRY EASIER! last Dec 2 He Né been with the firm 
IT for more thar 2 years and was sale 
ONCE e No mixing required manager for five » is also assistant t 
YOU'LL ee - Non-evaporating the president, ; tion which he ha 

e Clean to use 

USE e Easy to apply 


IT e Listed Underwriter’s re-examination 


: president of the Federal Pacific Elec- 
service ° 
ALWAYS! tric Corp., Newark, N.J., has been 


elected vice president of the American 


Order through your Electrical Supply House meneness §6Amociation, inc, New 
York, N.Y 


ADAM COOK'S SONS, INC. gen wt es 


; Electric Mfg. Co., Niles, Ill. C. M. 
Electrical Schultz 


Products LINDEN, NEW JERSEY assistant treasure! 


Division John C. Virden, Jr. has been 
elected president of the American 





Frank H. Roby, executive vice 


is the new. secretary and 








PRECISION 
Engineered 
Fittings 


BELLS and 
BUZZERS 





BELLS and 
BUZZERS 


BELLS and 
BUZZERS 





Large or small, 


has ’em all! 
SIGNALING 
EQUIPMENT 
AUTH produces a large variety of electric bells and a oa a ak wee 


buzzers for indoor, outdoor and marine use; for light Adin : ; ; hi : . : => 

or heavy duty use; for A.C. or D.C. operation on 7 5 

voltages from 1'2 volts D.C. up to 250 volts ' fe fa: a's 

Join the great expanding group of Auth signaling Auth (pm ep" o * 

equipment users. Write now for latest catalog sheets ; 

on ‘‘Bells and Buzzers’”’ or contact our nearest 

representative in your area SIGNALING 
Sold in cooperation with the Distributor SYSTEMS M STEPHENS 

CLOCK AND PROGRAM ad 
AUTH ELECTRIC CO., Inc. fire Tt: | | tg. ine. 





ALARM, NURSES’ CALI 


Los Angeles 11 
Dept. W.2 LONG ISLAND CITY ie NEW YORK AND OTHER SYSTEMS 


814 E. 29th St. ADams 1-9147 
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IDEAS FOR I-T-E DISTRIBUTORS 


Magnetic Only—/// 
ible in F, J, JK, JKI 


, ' 
S Tal g2S) oO! 


Sell Selective Short Circuit Protection 
for Motors and Resistance Welders 


External instantaneous trip adjustment 





In motor control and resistance welding applications, adjustment of protective 
devices to a required setting is important. One of the many features of the E7/ 
circuit breaker is its convenient externally adjustable magnetic trip device. When 
it is required to adjust the trip to a finer degree, adjustment is made from the front 
of the breaker without interrupting service or encountering live conductors. The 
range of instantaneous trip adjustment means greater protection for motors and 
resistance welders. When a short circuit occurs, all poles open simultaneously. And 


enclosed terminals protect personnel yet permit easy cable connecting 


All these extra features in I-T-E circuit breakers—at no extra cost—will be apprec 
ated by your customers. Point them out and enjoy extra sales. I-T-E Circuit Breake 
Company, 19th & Hamilton Sts., Philadelphia 30, Pa 


I-T-E CIRCUIT BREAKER COMPANY 
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Ab... 


that’s my driver! 


It’s ad 


service met 


country agree theres 


1 all across the 
no other screw 


lriver or nut driver with the built-in comfort 


handle 
power, yet is always 


oose a VACO and fee 


l 
of the VACO “comfordome 
Enjoy the 
ves plenty of 


Next time cl 


Manufactured and Unconditionally Guaranteed by 


xury grip of 


Makes service work 


the driver that 
kind to hands 


diffe rence 


VACO PRODUCTS CO., 317 E. Ontario Street, Chicago 11, Illinois 


VACO-LYNN PRODUCTS CO 


1 Canada 


LTD., Montrec 


11 1, Que 











LIKE the MAN FROM MARS 


ARE DIFFERENT/! 


ALL THE ADVANTAGES 
OF BASEBOARD 


PLUS EXCLUSIVE 


@ SLIMMEST DESIGN 

5Y,” High—1%” Deep 

@ REVERSIBLE 

Only completely reversible 
Baseboard Heater, Patented 
@ LOW WATTAGE 

Lower wattage per foot 

@ INSTALLATION 

The ONLY Baseboard Heater 
which can be mounted ON or 
ABOVE the baseboard 


@ PATENTED COVER DESIGN 
U. S. Patent No. 2,861,167 


State 


—— 


aluminum fin tubing aa & cunesien 


INQUIRE NOW 
ABOUT DISTRIBUTORSHIP 


IN YOUR AREA 


Distributor 
Engineer 
Architect 
Elec. Contr 


Other 


—aafee— ELECTRO PRODUCTS MFG. CO. 


VANCOUVER, WASHINGTON 








John C. Virden, Jr 


Institute for 1959 
John C. 


Lighting 
is president of the 
Cleveland 


Home 
Virden 
Virden Co., 

Elected to 
were: Stanley A. 
Framburg & Co 
of Esty Mfg. Co 
Ted Cox was _ re-chosen 


director 


vice president 
Framburg of H. A 
and Max Shemer 
both of Chicago 
managing 


posts 


Chosen as members of the nine 
man board of governors (along with 
Virden, Shemer and Framburg) were 
Alfred M. Rosenblatt, Globe Light- 
ing Products; Jack Goldberg, Jay 
Lighting Mfg. Co.; Eugene Berman, 
Leader Lamp Mfg. Co.; Edward 
Blitzer, Lightolier; William Epling, 
Prescolite Mfg Maurice M. 
Rosen, Progress Mfg. Co 


( Orp., 


Thomas Fuller has been elected 


CLAMP... LOCK 


| This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


f 





No Removoble Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 


85% Copper Alloy @ Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 


Sizes Up to 1,000,000 CM. 


Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 


KRUEGER & HUDEPOHL, INC. 


1045 EVANS ST., CINCINNATI 4, OHIO 
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vice president for Thomas Industries 
Inc., Louisville, Ky. He will continue 


as general sales manage! 


Here are the members of the newly 
elected advisory committee which di- 
rects the activities of the Wire and 
Cable Section of NEMA: D. I Allen, 
vice president, sales, Anaconda Wire 
and Cable Co., is chairman of the 
section and a member of the com 
mittee, as well as the Section’s two 
recently named vice chairmen—V. W 
Heimberger, manager, electrical prod 
uct sales, American Steel & Wire 
div., U.S. Steel Corp., and H. W 
Clough, vice president, Belden Mfg 
Co 
H. O. Anderson, vice president in 

charge of sales, Rockbestos Prod 

ucts Corporation 
Herbert B. Bassett, president, The 

Acme Wire Company 
Howard T. Brinton, president, Phelps 

Dodge Copper Products Corp 
A. M. Callanan, president, Walker 

Brothers 
John R. Cook p esident, Warren Wire 

Company 
\ D R Fraser! president Rome 

Cable Corporation 
H. W. Goodman, vice president, Circk 

Wire & Cable Corporation 

W. Higbee, assistant general man 

ager, Electrical Conductor Division, 


RIGID 
PIPE COUPLINGS 


















































IN STOCK 


Yn" to 6” sizes 
BLACK ENAMELED = 
HOT DIP GALVANIZED 


Conouit Nipece Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 172, PA. 
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FOSTORIA LOCALITES 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-disc arm joints 


MODEL 
55-VCX-701 


$g%3 A MARVELOUS 
n std. Pho. MY SEEING TOOL FOR 
of 4 y FASTER BETTER WORK 
y, —— light exactly 
where needed Fri 7 
WY tional arm and collar (2% 
oe 


AN * disc joints give flexibil 
oa ity of a thousand posi 
™~ 1 
. tions. Rugged construc 
tek tion, heavy duty socket 
Levolier switch. uni ales 
versal base ng 10 


WRITE for complete 
catalog of Localite 
Models for every in 
dustrial use 


THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO 


Localites are available through 
» wholesalers everywhere 


* 


INNER SHIELD 
ACCESSORY 


amy 





Al 
& La ‘ 
toria 


niall ~ | 
pos Trine S 


new lighted 
mite 


DISPLAY DEAL NO. 11 dramatically J for 


Za4 
eS 


SOLID BRASS / 
TOTALLY ENCLOSED *~ 


introduces the new lighted ‘‘mite,” 
with FREE transformer ready to plug 
in and light up for demonstration 
Includes stock tray and 10 pieces 
assorted backup stock. 

Total List Price $14.10 


electric” ringing 
TAY) bell 


me 


The standard 3s” flush, midget push button engineered 

with a miniature electric bulb that stays lit for years. Re- 

places all push buttons of this type, with or without plates 
NO SPECIAL WIRING REQUIRED 


No. 455 6-16 volt $1.25 
LIST PRICES No. 456 24 voit $1.60 
POLISHED BRASS OR CHROMIUM FINISH 


Write for Full Color Bro ie 


Trine Manufacturing Corporation, 1430 Ferris Place, New York 61, N. ¥ 











BOOST TURNOVER 


MAKE MORE MONEY 
OVER 1500 WIRING DEVICES FOR EVERY 
REQUIREMENT. FAST SELLING—FOR EAGLE 
QUALITY AND PERFORMANCE HAVE BEEN 

TESTED AND APPROVED BY SMART, 

EXPERIENCED CONTRACTORS. 


SOLD THRU WHOLESALERS 


mee 


v 
a 


\——| 
VO a 


\. 


ts 
ei 

















Listed By 
Underwriters 
Laboratories 


BE SURE TO VISIT THE EAGLE BOOTH 2104 AT 
THE ELECTRICAL-INDUSTRIAL EXPOSITION 
ELIZABETH, N.J. MARCH 10-11-12 


“Perfection is not an Accident” 


EAGLE ELECTRIC 
MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 





A GOLD MINE... 


of information You Need! 


Stake your claim for $4.00 


Electrical Equipment Manual 


by J. F. McPartland and W. J. Novak 


Here's 42 years of the ‘'Salesmen’s Technical Notes'’ presented in a new 
format in this 176-page, 6” by 9” hard cover book 
Everyday, easy-to-use data on 


Lamps Motors Motor Controls 
Wire and Cable 
Transformers 
Capacitors Relays 

Pole Line Equipment 


Lighting Fixtures Wiring Devices 


rin itches 
Air Conditioners Swite 


Heaters ; ; 
Protective Devices 


Switchboards & 
Panelboards 


Generators Raceways and 


Sound Systems Busways 


Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


GIVE a copy to each of your salesmen, to customers! More than just a 
nice gesture, it's a big benefit in a small package, at a low cost 


GET this book for yourself! It will pay for itself a thousand times over with 


ready answers to all common questions about electrical products making 


you more valuable to your customers, adding real punch to your selling 


SELL this book over the counter! Just stack them up on your sales counters 
and watch the action. Order 50 or more at the quantity rate of $3.00 per copy. 


Please send me copies of the sturdily-bound 


Electrical Wholesaling 
Dept. 270-059 

330 West 42nd St., 
New York 36,N. Y. 


176-page book ‘Electrical Equipment Manual" at $4.00 
per copy ($3.00 per copy for orders of 50 or more) 


Enclosed is full payment of $ 


PLEASE PRINT 
NAME 


ADDRESS ___ 





a 





COMPANY NAME AND ADDRESS 
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Kaiser Aluminum & Chemical Cor- 
poration 

B. F. lsley, general manager, Wire 
and Cable Dept., General Electric 
Company 

R. S. Keefer, president, The Okonite 
Company 

J. R. MacDonald, chairman of the 
board and president, General Cable 
Corporation 

Carl S. Menger, executive vice presi- 
dent, Triangle Conduit & Cable 
Co., Inc. 

R. C. Moeller, Jr., president, Collyer 
Insulated Wire Company 

Everett Morss, president & treasurer, 
Simplex Wire & Cable Co 

E. L. Robinson, vice president, Cres- 
cent Insulated Wire & Cable Com- 
pany 

W. J. Shea, executive vice president, 
Paranite Wire & Cable 
Essex Wire Corporation 
lan F. Sheldon, president, Kennecott 
Wire & Cable Company 

William E. Sprackling, President, Ana- 
conda Wire & Cable Company 


Division 


Alan R. Cripe is director of prod 
uct planning at the John C. Virden 
Co., Cleveland, Ohio. He is a member 
ot Ik S 


Ray C. Compton has been named 


assistant sales manager of Weller 


Electric Corp., Easton, Pa 
George Treiber has been appointed 
sales Sargent 


generai manager of 


Millions of Steel 


IIFFY CLIPS 


Serving the Electrical Industry 


MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 

materials and con- 

trolled manufacture 

have built ‘‘top-service 

and longest life” into 
Minerallac Electrical Spe- 
cialties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allac”...in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, Ilinois 


MINERALLAG 
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MULTI 


DEPENDABLE 
LIGHTING 
EQUIPMENT 
ALWAYS 


QUALITY 
PORCELAIN 
ENAIMELED 
REFLECTORS 


i 


ALUMINUM 
REFLECTORS 
ALZAK 
FINISH 


i 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 
SATISFACTION 


— 


PREFERRED 
BY THE 
ENGINEER 


WHOLESALER 


CONTRACTOR 


MAINTENANCE 


> 


SEE OUR CATALOG 


IN SWEET'S 
RCHITECTURAL 
FILE 

z= 


OR waRitt FOR COPY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


wy 


ELECTRIC 


4237 W. LAKE ST 


f) 


7-©@ 
> 


THREDLOK 
DOME WITH 
VENTED NECK 


ELLIPTICAL 
REFLECTORS 


AVAILABLE 


FROM 


STOCK 


RLM 
ALL WHITE 
REFLECTORS 


hn, . 


THREDLOK 


SHALLOW BOWL 


COMPLETE LINE 
OF SIZES AND 
SHAPES TO FIT 
EVERY NEED FOR 
GOOD 
LIGHTING 


“our 
RLM 


—? 


A 


THREDLOK 
ANGLES 





THERE IS A 
TO FIT THE 





PENDENT 


BOX COVER 
TYPES 


MFG. INC. 


CHICAGO 24 


VAPORPROOF 
NEEDS OF 


MULT 


EVERY USER 


PENDENT TYPE 


500 WATT CEILING 


TYPE 


x 


SHOWER ROOM 
FIXTURES 
BRACKET 
TYPE 


FOR CATALOG CLIP AND 
SEND 


NAME 
FIRM 


ADDRESS 


CITY 














“EXTRAFLEX” 
(Autoflex) 


CONDUIT 










IMMEDIATE 
TRADE AREA STOCK 

SHIPMENT 
U-20B Black or U-20G Grey Ask for 
Extra Flexible “SEALFLEX” Catalog 


UNIVERSAL “'SEALFLEX-U”, UL Approved Grade 


LIQUID-TITE Electrical Conduits 


aX 
a 
QUALITY... y 


\ 





EPB-4 






4ll-THetal 
Flexible 


Hose Products 





2107 South Kedzie Avenue 


Chicago 23, Illinois 





POWERCRAFT 


PRIMARY 


BUS SUPPORTS 





STOCKS 
FOR IMMEDIATE 


* Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports fo meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform fo NEMA 
standards. POWERCRAFT  in- 
viles your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
tors, Pipe Frame Fittings for 
114" |. P. S. Pipe, and Clamp 
Insulator Supports. 


SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


132 


2215 De Kalb St. Phone Prospect 6-4532 








ST. LOUIS 4, MO. 


Electric Corp., Lynbrook, L.I., N.Y. 

Gordon Wells is general manager- 
sales, Day-Brite Lighting, Inc., St. 
Louis, Mo. George J. Taylor has been 
appointed to the newly created posi- 
tion of vice president and director 
of research. His duties are in addi- 
tion to those as vice president in 
charge of eastern operations for the 
company. His headquarters will re- 
main in New York. Charles L. Amick 
is executive director of the company’s 
newly reorganized research dept. 

William R. Major, Jr. has been ap- 
pointed divisional manager of the 
southeast div. for the Crouse-Hinds 
Co., Syracuse, N.Y. He _ succeeds 
Harry D. Rei, who has retired, and 
will headquarter at Atlanta, Ga. He 
is a member of IES and the Ben 
Franklin Electric Club 


OBITUARIES 





W. W. Powell 


WwW. W (Bill) Powell, president of 
Western State & Electric Co., San 
Diego, Calif. died on Christmas Eve, 
December 24, 1958. 


Edward D. Knight, Sr. 


Edward D. Knight, Sr., president of 
Virginian Electric, Inc., Charleston, 
W. Va., died on Thursday, Jan. 8, 





We stock 
every conceivable 
type and size of 
ELECTRICAL WIRE 

and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE + PHONE 





EASTERN ELECTRIC 


Sales Company 
3000 W. Columbia Ave. 
Phila. 21, Pa. 


POplar 9-0400 
TELETYPE: PH 913 
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1959. Services were held on Sat. Jan. 
10 CLASSIFIED ADVERTISING 


Rey Hammond SELLING OPPORTUNITIES 


Ray Hammond, 75, formerly sales 
manager for Robertson Electric Co AGENTS WANTED LINES WANTED POSITIONS WANTED 


Buffalo, N.Y., died on Jan. 17. Sur- BUSINESS OPPORTUNITIES 


Viving are a wife, two sons and a UNDISPLAYED RATES —— DISPLAYED 


daughter. $1.50 per line minimum 3 lines. To figure ad- The rate for E yment is $13.50 per inch for 
vance payment count 5 average words cs a line advertising appearing on other than a contract 
t i Yontr rates quoted on request. Sub 

Box numbers mur as 1 line ect d y Comm ission 


DISTRIBUTOR SIDELIGHTS ae a Position Wanted ads are % the above rate he fvertis 8 is $1 per inc Not subject 


mn 





Recently, Willard E Henges, president | Discount of 10% if full payment is made in ad- An edvertising inch is measured %” vertically or 


>f Graybar Electric Co . Inc visited vance for 4 consecutive insertions olumns—30 inches to a page 
ome / 1 « > Send NEW ADS or Inquiries to Classified Adv of ELECTRICAL WHOLESALING 
a5 mpany branch in Dallas, Tex | P. O. Box 12, iow Voek 36, N. Y. for March issue closing February 12th 


What he had to say struck right into 
the heart of a wide-spread industry 
alee a geegae Se LIGHTING SALES 
business,"’ he stated, “has a chain REPRESENTATIVE SALES POSITION WANTED 
reaction that affects all business and 
‘ ‘ 18 yrs. exp. selling to electrical distributors 
industry adversel ; ssultant Excellent opportunity for capable aggressive 
y . st with resus salesman to make a better than average in in Metro. NY & NJ area 
depressive effects on our economy i come representing our company in Minnesota Presently with large nat'l mfr. of residential 
7 xl lic 1 pase ° 1 ° 
Profit should be our silent partner North and South Dakota & come a ! ee nevouees 4 lun > a 
Ne n \ ” | We manufacture a complete line of flourescent ms ve Sve Cone promenona: Wwe ’ 
ever be hush-hush about it architects, electrical engineers & contractors 
and incandescent lighting equipment for com He ' | © Bee pegyetot 
. mercial, institutional and residential applica BVO GAP. WH CESS, SUES Gomme we 
keting & sales promotion. | am well known & 


ee . i" c A tions sold exclusivel through recognized 
In cooperation with GSA, the New distrib K pe aa y f A ine bens . ~ well liked in the industry 
istributors, nowledge o rchitect-Enginee 
. Interested in joining progressive firm where 


Orleans Chamber of Commerce an 

. P ‘ ing specifications desirable the opportunity exists, thru hard & intelligent 
nounced the opening of a Business | All replies held in strict confidence please sales effort to create a successful & continued 
Service Center to aid local business- send full details in first letter to sales career 


e , Soles Manager 
men who want to sell to the govern- Litecraft Manufacturing Corporation SA-9568 Electrical Wholesaling 


ment the new office is located | 100 Dayton Avenue Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y 
in the Federal Office Building and Passaic, Now Jersey 


will provide detailed information on 











- , . ' REPS WANTED 
supplies and services. Ned A. Breit- / MANUFACTURER OF ALL STEEL PIPE HANG 
AL 


enmoser, vice president and general LID OPENING FOR SALES REPRE ELECTRICAL LINES WANTED 
5 DISTRIBUTORS FOR CALIFORNIA 


manager of Lighting Fixture and | .D THROUGH ELE TRIC Al 
. | DETAII ELI CONTRACTORS 


Electric Supply Co Inc New Or » INDI STRIALS eal ae Dp. W RITI D by an aggressive and experienced sales repre 
; I COVERAGI NUMBER OF MEN AND sentative located in Los Angeles. Warehouse 

leans j ic ch: nan Chamber PR N’ 

€ is vice airman Chamb RESENT LINES facilities 


Distributors’ Committee RAMCO MANUFACTURING CO 
T . | RA-9630 Electrical Wholesaling 
| 539 WESTFIELD AVENUE W., ROSELLE PARK, NJ Closs. Adv. Div., P.O. Box 12, N. Y. 36, ®.Y 






































MICHIGAN MANUFACTURER'S 
REPRESENTATIVE Have warehouse if required—can ship, you bill 
Twenty years experience fifteen as an agent. Sell 
er OF yt gery pirrunes wholesaler distributors only Regular calls on ane 
RICA | AN iXTU S tects, e n . riters and utilitles—on beha 
aeeere ie POR WHOLESALERS Fr, Sere leaned in wine, sesplisn, eittes 
EXCELLENT CONTACTS AND REFERENCES Wuetlee Tor ons naditional manufacturer, Meadquerters 
i RA-9735 ELECTRICAL WHOLESALING Pittsburgh, Pa 
520 N. MICHIGAN AVE., CHICAGO 11, III RA-9462 Electrical Wholesaling 


Class. Adv. Div P. O. Box 12, N, Y 




















L. B. ALLEN Whelesale 
co., INC. << Electrical supply Distributor long established 
N_Y . 


{ 


will consider 
{ 


rated high, profitable Met 


} ? 


: merging, selling or accept 1 or 2 experiences 
9301 W. Berenice St. working stockholders ’ 


Schiller Park, Il. BO—9397 Electrical Wholesaling 
(In metropolitan Class. Adv. Div., P.O. Box 12, N.Y. 36, N.Y 
Chicago area) | SELLING OPPORTUNITY OFFERED 


: For Additional Information | *rssssts'ss: renist.cetst entsnattesss 
\ About Classified Advertising ed. RW-9470, Elects olesa 


Contact The McGraw-Hill SELLING OPPORTUNITIES WANTED 


Office Nearest You Well established Manufacturers’ Agency, cover 
Vt // (4 ATLANTA, 3 DETROIT, 26 g entire state lorid ceesstul yen? 
301 Rhodes 856 Penobscot Bldg ' ey Saeeeree S =o one 


WHEN you WANT IT Haverty Bida W Ooodward 2-1793 
JAckson 3-695 D. M. WATSON 
R. POWELL LOS ANGELES 
BOSTON, 16 125 W 6 St : 
= ; 350 Park Square HUntley 2-5456 
= HUbbard 2-7160 R. L. YOCOM Aggressive Sales Orgenizetion wants additional 
—= D. J. CASSIDY NEW YORK, 36 me Met N York are 
500 Fifth Ave F + . - eh 
HICAGO ~ A é ‘ ‘ ' ‘ 
Type VCL Power Cable CHICAGO, It OXford 5-5959 ; 
520 No. Michiga v D T COSTER 
MOhawk 4-5800 4 ted B 
Which is one of the many constructions W. HIGGENS R. P. LAWLES 
carried in our Chicago Warehouse Stock pc JACKMAN PHILADELPHIA Well established Manufacturers Agency cover 
Also all types of Power, Control, Lighting CLEVELAND. 13 i Senter 32 I n, Indi: es ad 
and Communication Cable as iieaminatine ust 86-4330 — tions ‘ H ‘ en, La Waret 
Let us supply your wire requirements. SUper ae 7000 © 3 - 12) } leta < t RA f Elect 
or VU | £ Wh 
’ W. B. SULLIVAN 
UNIVERSAL WIRE & CABLE CO easies 3 
15 N. Paulina Street i712 Commerce St jEHersor Sales Representative—College graduate, age 
a 13, tinois Vaughn Bidg SAN ( 4 Desire ret ‘ , 
Stocks carried in Houston Riverside 7-5117 68 Post St e of W 
and Los Angeles GORDON JONES DOuglas 2-4 


F. E. HOLLAND R. ALCORN 
SOBPOSCOSSESHSHE HSS 

















From Chicago you can get immediate delivery on 
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Count On 
ARROLET 
|= Te> ¢-F-) 

som Blows’ 
Better Job 
aN ime Vaelelare| 
The House! 


When you have to consider 
quality, time and costs 
your most profitable choice 
is Arrolet, for 
SWITCH BOXES 
OUTLET BOXES 
BOX COVERS 
FITTINGS 
& RELATED ITEMS 


Quality Needed for Tomorrow 


is in Arrolet Products 


ARROLET 


Montgomery, Penna 





Stocks® BALTIMORE, MOD 
DALLAS, TEX 


toler 
* *CHICAGO, tht 
GaReenssoro, nC 
"miami, FLA 


Representatives & Werchouse 
* "CINCINNATI, OHIO * 
"KANSAS CITY, MO "105 

NEW YOR" Ww ° 


ANGELES, CALIF * . Y 
NEWTON CENTOE, MASS * “PHILADELPHIA, PA. © 
ROCHESTER, HY. © “TAMPA, FLA 
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Crescent Insulated Wire & Cable 
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Diamond Expansion Bolt Co., 

Ine. 114 
Diamond Wire & Cable Co, 70 
Dossert Mfg. Corp. 20 
Eagle Electric Mfg. Co.. Ine. 130 
Eastern Electric Sales Co. 132 
Economy Fuse & Mfg. Co. I 
Edwards Co. 78, 79 
Electrical Wholesaling 130 
Electro Products Mig. Co. 128 
Kasco Industries, Ine. 14 
Federal Pacifie Electric Co. $7 
Fostoria Pressed Steel Corp., The 129 
Fullman Mfg. Co. 17 
Furnas Electric Co. 100 
Gedney Electric Co. 86 
General Electric Co. 

Lamp Division $2, 83 
Hatfield Wire & Cable Div. of 

Continental Copper & = Steel 

Industries, Ine. 6%. 69 
Henderson-Hazel Corp. 1 
Holub Industries, Ine. 12 
Hubbell, Ine... Harveys 27 

30 
1-T-E Cireuit Breaker Co. 127 
Keystone Mig. Co. 116 
Klein & Sons, Mathias 15 


Krueger & Hudepohl, Inc. 128 
Laclede Steel Company 29 
M & W Electric Mfg. Co., Ine., 

The 124 
Major Industries, Ine. 33, 34 
Mason Co., L. E. 26 
Minerallae Electric Co. 131 
Multi Electric Mfg. Ine. 131 
National Electric Products Corp, 95 
National Lighting Bureau 6, 7 
National Price Service 1 
National Supply Co. 119 
Okonite Co, 125 
Pass & Seymour, Ine. 23 


Phelps Dodge Copper Prod. Corp. 88 


Plymouth Rubber Co., Ine. 
Third Cover 
Porcelain Products, Ine. 98 
Powercraft Corp. 132 
Ramset Fastening System 118 
Republic Steel Corp. 92 
Revere Electric Mfg. Co. 115 
Ridge Tool Co., The 102 
Rodale Mfg. Co., Ine. 123 
Roebling’s Sons Corp., John A. 113 
Rome Cable Corp. 35 
Royal Electric Corp. 72 
105 
Sherman Mfg. Co., H. B. 108 


Slater Electric & Mfg. Co., Ine. 67 
Sola Electric Co. 107 


Sperti Faraday Ine. 121 
Square D Co. 2 
Steber Mfg. Co. 122 


(Div. of the Pyle National Co.) 
Steelduct Co., The 91 
Steel & Tubes Division 92 
Stephens Mfg. Inc., M. 126 
Sylvania Electric Products Ine. 19. 

89 
Thomas & Betts Co., The 90 
Poledo Pipe Threading Machine 

Co.. The 5 
Irine Mfg. Corp 129 
Universal Metal Hose Co. 


Universal Wire & Cable Co. 


Ltilities Safety Supply Co., Ine. 

Vaco Products Co. 128 
Ventrola Mfg. Co 21 
Weaver Co... J. A. 16 
Western Insulated Wire Co. $1 
W estinghouse Electric ¢ orp. 


Lamp Div. 74, 75 
Whitney Blake Co. 13 
Wiremold Co., The 104 
Xcelite, Ine. 124 
Youngstown Sheet & Tube Co., 


Phe 99 
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there’s waste and extra work in 
trying to tear plastic tape... 


but not when you use the exclusive 
new SLIPKNOT Cutter, packed free* 


with every 66' rollof new 
SLIPKNOT #7 Plastic Electrical Tape 


Try it today. 
PLASTIC 


ELECTRICAL | 
q TAPE y | SOLD OWLY 


4 THRU 
aS RECOGNIZED 


WHOLESALERS 


PLYMOUTH RUBBER COMPANY, INC 


Makers of SLIPKNOT FRICTION TAPE 
DIVISION 10, CANTON, MASSACHUSETTS 








On circuits of 125 volt or less 


BUSS FUSTATS °::.:. 
Prevent Motor Burnouts 


since the invention of 
the electric motor. 


Costly Repair Bills x=. 


__ Home, Farm, Office, Factory— Appliances and Equipment _ 


Selling FUSTATS for 


Protection of Small Motors 


means 


New Sales 
( New Friends 


a New Profits 


———— 


SIMPLE, LOW COST WAYS TO APPLY FUSTAT PROTECTION 


Where motor is on separate circuit Turn an outlet or switch box into a 
fused with ordinary plug fuse MOTOR PROTECTIVE DEVICE with a 
pees ee FUSTAT MOUNTED ON A BOX COVER. 
AS Just replace fuse with a Fustat of proper size 
,\~—¥; ~=siin an adapter to hold it. There is nothing Three combinations to choose from 
“=4 else to do to protect the motor as well as the 5 
X = j circuit wiring. 


» vot 
Where motor is controlled by a switch Rs Switch 
fused with an ordinary plug fuse with with Fustat 
Fustat Fustat Alone 
Replace fuse with Fustat and adapter of 
proper size. Motor is now protected against 
burnout and in case of trouble in motor or — : ' 
device, this Fustat will open ahead of the cir- Four cover sizes to fit box you have 
cuit protection fuse so that lights or other 
appliances on the circuit will not be disturbed 
by the motor shutdown. 


Ur with switch for AC motors only 2 hp and smaller 
Ur 


without switch for any motor 34 hp and smaller 


Fustat Receptacles 


There are available Fustat receptacles Handy Switch Octagon Square 
that may be mounted inside or outside box cover box cover box cover box cover 
the cabinet or frame of such devices as as. ak dit re 
clothes dryers, coin operated devices, : pati 
juke boxes, control apparatus, machine Any one who can install a switch or receptacle can now 
tools, electrical equipment of many give a motor safe dependable protection by installing a 
kinds Fustat mounted on a box cover. 


For full information refer to BUSS Bulletin on 0-14 amp. Fustats 


BUSSMANN Mfg. Division, McGraw-Edison Co., St. Louis 7, Mo 





